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Here’s What I’d Do, If I Were 
a Shoe Merchant 


F I were a 
| Eo mer- 

chant, I think 
I would spend a 
lot of time and 
some money try- 
ing to find out 
what people were 
saying about me 
and my store. I 
wouldn’t care so 
much what they 
were saying to 
me — people are 
always compli- 


me, 


By R. L. Prather 


[Pox the verdict of public opinion I would plan my future 
rather than upon my own personal likes and dislikes. 
matter how clever a merchant I might consider myself I would 


rather know just how clever and likeable the PUBLIC considered 


One disgruntled customer, talking over a back fence to a neigh- 
bor, may be more harmful to success than a merchant can imagine. 
Like a bad apple in a barrel of good ones, the taint spreads and 
spoils the whole lot. 

If I were a merchant I think I would adopt some of the ways 
of the politician in his habit of “keeping one ear to the ground.” 
I would establish some listening posts. 
professional investigators. 


I would employ some 
I would keep myself informed as to 


be foolish to at- 
tempt to elevate 
the price twenty- 
five cents at a 
time. She might 
stand a raise of 
fifty cents be- 
cause she liked 
the shoes, but 
when they reach- 
ed her limit she 
would quit me 
and hunt for sim- 
ilar shoes. else- 
where. 


No 


mentary and 
kindly in personal 
conversation. It’s 
what they say 
about a store—to 
other s—that 
counts in the final 
analysis. 

I would try to 
find out just how 


the state of public opinion. 

If I heard that people were complaining of my shoes, prices, 
service, or quality, I would attempt to change quickly. 

If I saw some other store getting my trade away from me I 
would find out why it was. If it were on account of a sudden 
splurge of bargain sales, or cheap John merchandise I would not 
be worried. That is only a temporary condition. Cheap stuff 
defeats itself after a time. But if the women seemed to feel 
that I was asking too much money for shoes I would make some 
endeavor to remedy it. 


I think I would 
watch this price 
matter more 
closely than al- 
most anything 
else. I would 
study my local 
trade and find out 
what its buying 
capacity amount- 





they regarded my 
store; if they 
thought is was a good store, a store 
in which they got a square deal. I 
would be tremendously interested in 
knowing what the women were say- 
ing to each other about my shoes, my 
prices, my quality, my service. 

I think I would be contented with 
a fair profit and not start any goug- 
ing or profiteering simply because | 
had established a good trade on cer- 
tain lines. If I had built up a 
substantial business on any specialty 
at a fair price I would not jeopar- 
dize it by inching up the price each 
season. I would be afraid that my 
fine established trade would drift 


away from me when I started such 
tactics. ; 
For example, if I had been able to 
win a lot of folks to my store by 
selling and fitting them with a cer- 
tain line of specialty shoes at from 
$12 to $13.50, I would not inch the 
price up a little at a time until I 
reached $15. I would stop to think 
how that would react, in women’s 
minds especially. The average 
woman has a budget. She figures 
on paying only so much for her shoes 
as well as other things she wears or 
uses in her household. If $12 is her 
limit for shoes, I know that I would 


ed to. If it seemed 

to me that high 
priced shoes were out of the reach 
of the greatest number of my po- 
tential trade I would arrange my 
prices accordingly. I surely would 
not attempt to sell extremely high 
priced goods to a people that could 
not afford them. 

I think I would be safer: in any 
community, no matter what-its ca- 
pacity was, if I established a per- 
manent, safe, substantial business 
on shoes at fair prices, making me a 
decent profit, and stayed right 
there. I think it would be my policy 
to see how much I could give in shoe 
value, fit and service at the lowest 


[CONTINUED ON PAGE 72] 
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Millions of American Women 
Want Practical Shoes 


“Follow the Autumn Colorin gs,” Says Madame Hamilton 
Jeffries at Allied Shoe Styles Conference 


ADAME HAMILTON JEF- 
M rates of Boston was one 

of “the big hits” of the re- 
cent shoe style conference. Through 
her long experience in Broadway 
shows, and prior to that in Parisian 
concert halls, she has acquired 
splendid stage technique and a win- 
ning personality. She talked in the 
same manner to the trade as 
she has been talking almost 
constantly during the past 
winter and spring to the 
public, via the medium of 
the B. F. Keith and Keith- 
Albee circuits. In her vau- 
deville act at these theaters 
she showed shoes “for the 
occasion” in connection with 
gowns, on many beautiful 
models. At the New York 
style conference she showed 
the shoes on her hand, and 
interpreted the footwear de- 
mand of the many millions 
of her sisters for fashion- 
able fall footwear to an at- 
tentive industry. 

“T am a practical woman,” 
she told the shoe men, “and 
I think in making this state- 
ment I am voicing the senti- 
ments of the average Amer- 
ican ‘woman. I want my 
feet to be well shod, to keep 
company with the good ap- 
pearance of my gowns and 
hats. But I want my shoes 
to wear an _ appreciable 
length of time. I want 
shoes, too, that I can walk 
in—substantial shoes, with 
lower heels. For party wear, 
of course, higher heels. And may I 
submit that plainer effects in shoes 
will be quite in keeping with the 
shaggy vogue in coats, for these 
long haired effects in coats—and 
even the reptile skins that may come 
into the limelight in fall coats—de- 
mand plain leathers. We have had 
cut-outs, overlays, underlays, and 
other fancy trims. We could, of 
course, trace this decoration to the 
style of last season’s clothing, but 
now our clothes are growing much 
plainer, and after this season of 


checks and plaids we are going to 
wear plainer materials in gowns and 
coats and will thus achieve, through 
the plainer shoe, a lovelier ensemble. 

“We are going to rely on the 
stocking to bring out the colors of 
the shoe. We are told by people who 
really know that the darker shades 
of leather are coming into favor— 





Madame Hamilton Jeffries 


another reason for the plainer shoe, 
which will rely more particularly on 
its graceful lines for its beauty. 
“We are getting into the darker 
browns. Note the shadings of the 
browns in the tree trunks. If you 
would have your colors right, al- 
ways follow nature. Nature is mar- 
velous. Look there for your 
browns, complemented with lighter 
tones in hosiery, and you will know 
the shoe shade language for fall. 
Greens are appearing in the picture 
which the garment stylists are pre- 


paring for the public. Black and 
white are gradually fading away, 
and those delightful coats in brown, 
with pink and lavender casts, are 
making their bid for popular favor 
—and it is thought that they will 
win a high place in the approval of 
the older women—the woman who 
has passed the flapper age—for we 
have been catering far too 
long to the last-named ele- 
ment of the community. 

“Color must always be 
studied carefully, for every- 
body loves color, just as 
everybody loves theatrical 
effects. Both vibrate—both 
mean animation—life. We 
had not known or thought 
so much of color or vibra- 
tion until the radio was dis- 
covered—but we are learn- 
ing. The sun has much to 
do with what folks wear. 
But here is a point which I 
would ask you all to remem- 
ber-—SHOE STYLISTS 
AND HOSIERY STYLISTS 
MUST WORK CLOSELY 
WITH THE GARMENT 
STYLISTS. 

“What can be _ smarter 
than a suéde? Suédes are 
being combined with many 
kinds of leather that are 
charming. I have just re- 
ceived word from Paris that 
suéde is being used in hats. 
For instance, a little black 
suéde hat with monkey fur 
facing. This style is very 
flattering to the woman 
whose hair is beginning to 
turn gray. If you want to be very 
smart toward the last of the sum- 
mer, you will wear a little red suéde 
hat with an all-white costume and 
red shoes. 

“Black satin for evening is here, 
and we shall see more of it. We 
must have it. Really, we have had 
so many colors walk out on the floor 
that I am happy to see black satin 
back—also the blonde satin, both of 
which will be much in vogue for fall 
and winter parties.” 
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Let the Sunshine In 





Sandal Vogue the Result of Smart Mode for 
Sunburnt Skins and Short Sleeves 


HE first shoe, we are told, was 

l a simple sole with a few thongs 

to bind it to the foot. Here 
we are again, right back to first 
principles, for the sandal, with its 
intricate pattern covering little more 
of the foot than did the pre-historic 
shoe, is riding on a high tide of 
popularity with smart women. 

Time was, a season or two ago, 
when sandals were “the” thing for 
evening wear. Listen now to the 
shouts of shoe men and the feminine 
public: “Sandals for morning, san- 
dals for sports and sandals for 
afternoon wear.” 

The well dressed and smart womal 
may now be properly shod in airy, 
dainty sandals for every occasion. 

What’s back of this sandal idea? 
How come? 

We put the question bluntly up to 
Joe Michaels, who presides over the 
destinies of the women’s shoe de- 
partment at Saks-Herald Square. 
Joe has been dreaming sandals of 
late, came out with a splashy ad on 
them, and stuck a whole 
shipment of them in one 


quite so smart with the Florida tan 
as an openwork shoe, and the more 
openwork there is on it, the better 
it is. The sheer stocking is no pro- 
tection from the sun, so the legs get 
tanned, and so do the feet when we 
put them into these sandals.” 

We wanted to hear more of Joe’s 
ideas on the sandal, but he had to 
rush away to make preparations for 
sailing to Europe. 

We asked other shoe men “Why 
sandals?” and they all gave answers 
along the same general line: Short 
sleeves, short skirts, just as few 
clothes as possible—hence just as lit- 
tle shoe as possible. It’s the trend 
of the times, the fashion, the mode. 
Lightness, airiness, letting the good 
old sun and wind get at our bodies. 
All of us can’t go to the Riviera and 
bask in the sun as does Mary Gar- 
den, “‘au naturel,” but we can and do 
dress so that the sun can get at us, 
and what is more natural than to 
open up the shoe as much as possi- 
ble? 


is the 
fact that for ages past beautiful 
women with beautiful feet always 
resorted the sandal to disclose those 
beauties. 


On top of this, of course, 


HAT is there about the san- 

dal that makes it such a nov- 
elty this season? It is conspicu- 
ously the most artistic foot cover- 
ing that has been created. The 
sandal is no new thing to the shoe- 
maker. It dates back to the earliest 
forms of foot covering. 

In King Solomon’s Song of Song 
are these words, “How beautiful 
are thy feet in sandals, O Prince’s 
daughter,” proving that that great 
king who acquired a plentitude of 
wives had a good eye. The sandal 
is centuries old, and it is a most 
fascinating foot covering. Then it 
was worn by the mighty few. To- 
day it can be worn by the multi- 
tude. It is just a few inches of 
upper leather skilfully put together 
so that you see a little bit here 

and a little there—and 
wonder. 





of the big windows on 
New York’s business cor- 
ner, Broadway and 34th 
Street, recently. 

“Have you seen the new 
summer dresses?” Joe 
parried our question. 

We answered that we 
had. 

“All right,” said Joe, 
“there you have the an- 
swer. Short sleeves, thin 
materials, letting the air 
and the sunshine in. 
Shoes just had to follow 
the trend. Back of it all, 
of course, is the present 
mode of smart life. Look 
at the girls and young 
fellows who have come 
back from the Florida 
winter resorts. Brown 
as berries, skins burned 
to a healthy nut brown 
tan. And the smart idea 
now is to get sunburned 
all over. Women’s necks, 
arms and legs are as tan 
as their faces. That deep 
rich tan is the fashion- 

able thing. 


\ 
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The best part of this 
great sandal movement 
is that it establishes a 
fashion value to a foot 
covering not possessed 
by any other shoe. These 
new sandals command a 
good price, and yet they 
represent a very small 
amount of materials. It 
is the nifty way they are 
put together that makes 
them attractive. 

If the little sandal cre- 
ates desires for fashion, 
not expressed in dollars 
and cents, then it cor- 
rects for all time the 
paradoxical situation of 
the merchant subordinat- 











lees other sandal styles in addition to chest’ sbetched, 
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ing to price figures that 
great fashion appeal that 
should be worth some- 
thing plus, for its style 
and selection. The san- 
dal tests whether we are 
a trade of shoemakers 
still—or creators of de- 
sires for foot adornment; 
the one paid like a cob- 
bler, the other rewarded 
as an artist. 








looks 


“Now nothing 












42 BOOT AND SHOE RECORDER 


BOOT and SHOE 


REG ORDER 


ARTHUR D. ANDERSON, Editor 
Owen A. THOMAS Heten M. Haney 
Harry F. BAKER RicHarp L. PRATHER 

Georce E. Gayou, Associate Editors 

Harry R. Teruune, Field Editor 

CQO ®d 


Executive, Epiror1aL AND SALES OFFICES 
207 Soutn Street, Boston, Mass. 
Cable Address Bootreco, Boston, U. S. A. 
OrFIce oF THE PUBLICATION 
239 West 39TH STREET, NEw YorK City 
BRANCH OFFICES 





CHIcaGo Sr. Louis New Yorx 
189 W. Madison St. 1627 Locust St. 239 W. 39th St. 


CINCINNATI RocHESTER PHILADELPHIA 
501 First Nat. Bank Bldg. 70 Exchange St. 2145S. 12th St. 


CIO oO 


Getting More Shoes Sold Righi 





Step Lively—Store 
and Style 


HERE is nothing like an object lesson to illus- 

trate a good merchandising point. Many shoe 
men from all parts of the country were in attend- 
ance at the Shoe Styles Conferences in New York 
City last week. Most of them paid pretty strict 
attention to the incidental features of the Styles 
Conferences, the addresses made by women of fash- 
ion and interpreters of the mode. 

But when it came down to the specific details, 
the general platform, the items that make up the 
conference reports, interest lagged. Perhaps the 
majority of men had such faith in the preliminary 
committee’s work that they accepted the reports 
without question. At any rate, the final platform 
as presented represents merchant opinion 99 per 
cent. Very little change or amendment was made 
because of the information presented that morning 
by outside authorities. 

Perhaps it is that the mind cannot hold too many 
items and fastens itself upon those that seem to be 
the more important. The interest in browns for 


the fall season dominated the meeting. There is - 


really a world of good common sense put into the 
platform of shoe styles for fall and winter, and this 
ought to be a reminder for you to look back at last 
week’s issue and study again the various classifi- 
cations. 

Now we come to the reason for our opening line 
in this editorial. On the evening previous to the 
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Styles Conference we had occasion to invite a re- 
tail merchant to inspect the new Roxy Theater. 
The shoe man was amazed at the beauty of this 
great auditorium, its architectural beauty, its color 
and its wealth of music. 

We had occasion to tell him that the American 
public is being catered to in its amusements with 
all that is best in the arts, color and music. And 
perhaps we gave that merchant something to think 
about when we told him, “John, your store isn’t so 
much different from what it was in 1886. Shelves 
and seats and systems have shown almost no major 
change.” 

If the eye of the public is being fed these things 
of beauty, why is it that so many shoe stores hold 
to the ugly utility exteriors and interiors of the 
past? Can it be that our shoe trade, speaking 
kroadly, isn’t moving forward as rapidly as it ought 
in its own appointments of service? Has the mer- 
chandise stepped ahead of the service? Are we 
getting a beauty in footwear and not a correspond- 
ing uplifting of shoe store service? What is the 
answer? Are we also making our Style Confer- 
ences the talk fests that we had several years ago, 
instead of moving forward to a more beautiful and 
more effective presentation of fashions, so that 
the key men of the industry can go away with an 
inspiration for the betterment of stores, as well as 
merchandise? Do we need to bring back the ro- 
mantic appeal of a beautiful style setting, with 
music, color and stage settings, and all the arts of 
a masterly presentation of fashion as it will be 
months hence? 

These Style Conferences will become flat affairs 
if they are talk and talk mostly. They need the 
lights and color and audience and the settings that 
inspire a trade to beautiful things for sale to the 
public and for service to the public. The shoe 
trade shouldn’t step backward in its presentation 
of fashion. It is making a good move forward by 
taking the style show to the public. 


* * * 


“Inconsistency thou art a jewel.” That’s the 
modern rendition of an old statement. The most 
inconsistent man is he who urges others to do 
something he has never done. We find certain 
manufacturers advising retailers to plunge into a 
big advertising campaign. Those same manufac- 
turers have never expended a dime for advertising 
in their business lives. “By their works ye shall 
know them.” 


Not So.Good for Both 


S the head of the house always a good salesman? 
Not so that you would notice it. In too many 
cases he is so keen for the business that he realizes 
his power of making prices, and shades them to 
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the disadvantage of the factory and his average 
customer. There are many houses who do have a 
fixed rule of a similar price to every account, large 
or small. There are other factories that have one 
price for the salesman and another for the head 
of the house. 

For example, the salesman who, year after year, 
has been getting a fair volume of business out of 
a big department store is away on his trip and 
the factory finds a sudden need for a volume of 
business. The head of the house dickers with the 
buyer, and the result is an allowance of fifty cents 
a pair. The business then automatically becomes 
a house account, and the salesman is out of the 
picture. This has happened time and time again. 

Before long that factory is going to need more 
of this unprofitable business just to keep the wheels 
turning, and it isn’t long before the head of the 
house finds that his mill is going, but his profit is 
nil. 

One big manufacturer recently and sadly pre- 
sented this theorem: 

Whenever more than 15 per cent of the produc- 
tion goes to any one account, watch out. There is 
safety in a diversity of accounts. There is sanity 
in the orderly process 
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merchant’s needs, is far, far better than any mass 
buying on regular runs of sizes to fill the maw 
of a hungry factory. 

Style selection is always the winner over the 
bulk method of buying. 


Modern Peonage 


N the old days it was a common practice for large 
landholders to employ “‘peons’” who were vir- 
tually enslaved by reason of being kept in debt to 
the patron. . In modern times it becomes quite the 
thing for certain jobbers and manufacturers to 
adopt similar tactics to keep the small shoe store 
obligated to buy shoes from them. 

This is the method: A salesman for the jobber 
or manufacturer, who is eager for more outlets 
and pairage, encourages some fellow with very 
little capital to enter the shoe business. He is 
given a credit of some thousands of dollars’ worth 
of shoes with the agreement that he will not buy 
from any other house. He is loaded with shoes 
and his nose is put against the grindstone. He is 
never permitted to purchase shoes that conflict or 
compete with’ those of 
his creditor. His or- 











of buying from a sales- @ 
man who is paid his 
commission for the real 
service he renders. 

Many a salesman, be- 
cause of his contact 
with hundreds of mer- 
chants, can guide and 
influence the buyer in 
his selection of shoes, 
and his services con- 
tribute largely to the 
final profit on the sale 
of those shoes in that 
store. Contra-wise, 
many a bulk purchase 
has been bought in 
error through the econ- 
omic advantage of lump 
production. 

Shoes that do not 
have the right style will 
not sell, no matter what 
the economic advantage 
is in the purchase. The 
judgment of selection 
is worth the price. In 
the long run, buying 
shoes from a _ store’s 
own size sheet in the 
sizes needed, over a 
table with a salesman 


of information. 


one’s business. 
ance of the RECORDER. 


again. 





> * f 
The ‘Reason Why 


JOHN SEWELL & BRO. 
Miami, Florida 


I have been reading the Boot aNp SHOE RECORDER 
for thirty-seven years, and it is natural that one who 
continues reading any publication over such a long 
period of time must consider it a valuable medium 


The Boot ANp SHOE RECORDER gives the best 
possible style information, also quotations on prices, 
as well as many helpful suggestions in conducting 
I should feel lost without the assist- 
In fact, it would be like 
losing an old friend in case I could not obtain one 


Very truly yours, 
(Signed) 


+ + & 


Thousands of successful shoe merchants regard 
the Recorper as a friend, counsellor and guide. 
Mr. Sewell is one of our best friends, too, and we 
always get a real thrill from his interesting letters. 
His present firm was established in 1896. 
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ders are stuffed and his 
stock is constantly over- 
loaded. He is practi- 
cally enslaved. He 
might as well be a peon 
on a Mexican rancho. 
Here is the pitiful 
story of a small dealer 
as related to one of the 
RECORDER staff: “I owe 
money to this jobber. I 
cannot pay, and I can- 
not quit him. He 
threatens ‘me all the 
time. I must buy his 
shoes. I cannot buy 
anything fromany 
other house. I need 
shoes that he does not 
have. But I cannot 
have them. I am over- 
stocked and overloaded. 
Here is a shipment just 
arrived. Here are six 
pairs that I did not or- 
der. The worst part of 
it is that this jobber 
sells every shoe store 
and department in my 
neighborhood. I am in 
a bad fix. There is no 
way out but failure.” 


E. G. SEWELL. 


President. 
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For business wear, selling at $21, a very 
smart custom oxford, slightly higher heel, 
broad ball and narrower toc 


For business wear, selling at $15, a heavy- 
grained oxford particularly popular next 
fall and winter. It is the only wide toe 
style submitted by the higher grade shoe 
manufacturers for illustration of shoe 
types at the Styles Conference 


For formal and semi-formal evening wear, 
patent leather oxford selling at $8.50 


of the heavy English effect, but with an 
American pattern design 
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Heavy Scotch-grained blucher oxford for For busines wear, a sturdy grain leather For golf wear, a moccasin pattern, blucher 
outdoor wear, selling at $15, catching all shoe ona brogue last with heavy stitching, built, entirely of grain with heavy punch- 





May 7, 1927 


The ‘Two-Shoe Man 


By Jesse Adler 


Chairman, N. S. R. A. Men’s Styles Committee 


HE two-shoe man is the customer of the shoe 

retailer and has but two pairs of shoes in his 

wardrobe. He holds himself down through lack 
of pride in his personal appearance and carelessness 
in the way he dresses his feet. One’s feet need more 
attention when it comes to the matter of dress, than 
any other part of the body; not only from a stand- 
point of comfort and health, but also from the point 
of style, as one’s feet are always in the spotlight. 


The two-shoe man has too few shoes in his war:!- 
robe and cannot really be well dressed, or dressed 
properly for all occasions. Not only is it good style 
for one to be well shod, but it is good sense to have 
enough shoes in one’s wardrobe for continual 
changing, thereby insuring foot sanitation and 
comfort. 


Although in the past shoes have been looked upon 
as just foot coverings, they are today looked upon 
as the one part of man’s apparel that either makes 
or ruins his smart, snappy appearance. It is there- 
fore essential that shoe retailers throughout this 




















ings and eighteen iron sole, calf lined 
throughout, selling for $15 





selling at $10 
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A fabric top gaiter effect on a boot for 
Fall to take the place of an overgaiter in 
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The twelve shoes shown on these pages are a 
selection made from sixty typical Fall types of 
footwear illustrated on the screen to stimulate an 
interest in more shoes for men for Fall. 


The presentation was by Harry M. Messenger 
and the shoes were from a national selection. 
These models were sent by manufacturers in all 
parts of the country to New York and photo- 
graphed on to a lantern slide and used in the 
talk to illustrate typical shoes for Fall selling. y 











wide, broad country of ours show their customers 
where too few shoes in the man’s wardrobe do not 
cover one’s needs; and besides, spoiling the entire 
appearance, it is unhealthy to wear shoes day in and 
day out. 


Retailers throughout the country are advised to 
enlighten their customers not to be two-shoe men, 
as the man with the proper shoes in his wardrobe 
cannot be criticized on his personal appearance as 
far as his feet are concerned, and furthermore, he 
goes forth sure-footed and well shod towards the 
goal of success. 


Taste, refinement and distinction bring a man to 
the fore and help greatly toward attaining that for 
which one strives. The correct usages of the proper 
footwear for the occasion, with constant changing, 
goes a great way toward helping one gain this 
wonderful success. 


a smart shoe for formal day wear 
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For formal daytime wear, it was said, 
“Without at least one model of this type 
in your line you are failing to impress 
upon the buyer the importance of showing 
the correct shoe for the occasion.” 












For Fall sport wear, striking black and 
white sport shoe on a blucher pattern, 
selling for $16 





Wide toe last in a very pronounced com- 
bination of leathers, submitted to illustrate 
a good $8 selling number 





A smart style sport shoe in suéde finish, 
scratch proof upper with tip and quarter 
in grain calfskin, selling at $16 


The demand for boots is decidedly on the 

increase. Many shoe men say a return 

of the boot is coming, and we illustrate 

one of the blucher pattern shoes shown 
at the Shoe Styles Conference 
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Brooklyn Stepping on the Gas 


Style Show This Month Will Prove This Production 
Center Is Up and Coming 


HAT sharp staccato sound that 
you hear is not Lieut. Alford 
Williams breaking a new air- 
plane speed record, but merely 


Brooklyn getting into its stride in 
shoe production. Brooklyn has been 
modest for some time, but now she 
is shaking aside her modesty and is 
coming right out, boldly and un- 
ashamed, and telling the whole wide 
world just where she stands on this 
business of making high grade foot- 
wear for women. 


The Brooklyn style show, to be 
presented under the auspices of the 
Shoe Manufacturers’ Board of Trade 
of New York, Inc., at the Commodore 
Hotel, New York, May 23, 24 and 
25, will mark the high water point 
in the efforts that Brooklyn, as a 
shoe producing center, is making to 
focus attention on her products 
With the show only a little more 
than two weeks away, these efforts 
are taking on redoubled force—a 
force that will sweep everything be- 
fore it. 


Brooklyn has put on some bang-up 
style shows in the past. This one 
will eclipse them all. The mannikins 
who will display the authentic fall 
fashions in footwear, plus the neces- 
sary compensating garments and 
accessories, have been engaged, and 
they are the cream of beautiful 
girls. On such a foundation, and 
with Brooklyn’s reputation for shoe 
designing, something better than 
usual is to be expected. 


At the style show Brooklyn will 
show what she is doing stylewise in 
shoes, but that is not the whole 
story. Recent Government figures, 
not yet released for publication, have 
given the Brooklyn shoe men much 
cause for rejoicing. They show a 
most healthy gain in the production 





of shoes in Brooklyn this year, so 
far as compared with last year. 
Brooklyn has something to crow 
about, and she is going to crow at 
the style show. 

Actual arrangements and the work 


of whipping the big production into 
shape are proceeding rapidly under 
the most efficient set of committees 
the Brooklyn people ever have pui 
together. The committees are small, 
but composed of real workers. 
Theodore Cramer is the general 
chairman, and under him are the fol- 
lowing committee heads: 


Andrew Geller and Robert Geller, 
program; Frank Grossman, public- 
ity; Joseph Kozak, admissions, etc.; 
Justus J. Lattemann, banquet; 
George Miller, entertainment, etc.; 





E. H. Strassburger and Henry B. 
Lapidus, hotels and sample rooms. 

The invitations have been issued 
and the initial response indicates a 
record breaking attendance from all 
parts of the country. 


Mai 
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é¢7 T is a matter of common ob- 
l servation that the makers of 
two competing products of 
nearly equal merit do not make equal 
profits. Indeed, it often happens 
that one producer makes substantial 
profits while the other makes no 
profits at all. 

“The explanation is to be found 
chiefly in a comparison of the risks 
that are assumed. If, for example, 
we seek an explanation for the 
profits of the Gillette Safety Razor 
Co., we find that this company, in 
creating a demand for its product, 
ran greater risks in advertising ex- 
penses than any other producer of 
safety razors. 

“As another example from cur- 
rent business, let us take two kinds 
of tooth paste. The laboratory tests 
revealed no reason why consumers 













WV 


of Risks” 


should like one better than the other. 
As far as the merits of the products 
were concerned, the makers started 
with equal chances of profit. Neither 
had any discernible advantage over 
the other, except in fitness for choos- 
ing risks. Yet one turns out to be 
a best seller, yielding steady profits, 
while the other is a failure. 

“If a business man is too venture- 
some in taking risks, he loses; if he 
is not venturesome enough, he loses. 
Between these two dangers, he must 
contrive to find a safe middle course. 

“He is like a baseball player who 
has reached first base. The closer 
he sticks to the base, the smaller 





Jt 


“Profits Result from Wise Choice 


risk he takes of being put out at 
first; but the smaller also are his 
chances of reaching second. On the 
other hand, the farther he plays off 
the base, the greater risk he takes 
of being caught off first; but if he is 
not caught, the greater are his 
chances of reaching second. 

“The most successful runner after 
profits is the one who usually takes 
his position in the middle ground be- 
tween security and excessive danger. 
But neither in business nor in base- 
ball is any man infallible in his esti- 
mate of chances: if he never runs 
what turns out to be too great a 
risk—if he never gets caught off the 
base, or never takes a_ business 
chance that results in a loss—he 
overcautious.” 


is 


written by 
William Trufant Foster and 
Waddill Catchings; published 
by Houghton Mifflin Co. 


From “Profits,” 
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Here, [here and Everywhere 


Ideas on Advertising, Display and Selling 
for the Busy Merchant— Tabloid 
Merchandising Helps 


Evening ‘Receptions’ 

OME stores have worked the idea very successfully 

of giving “evening receptions” in which music is pro- 
vided and perhaps refreshments. Nothing is sold. At 
such a time it is very easy to show all the newest 
styles and to talk about the best way of taking care of 
one’s shoes and feet. An advertisement saying: “Meet 
Me at Blank’s Tonight,” with some copy telling about 
the little innovation would prove effective in getting 
many into the store that would not otherwise come. 
Selling is not to be mentioned at such a time. There 
are plenty of needed, helpful things to be divulged 
about footwear that 


the man who was buying said that as long as he got 
his overcoat for nothing he would buy a couple for 
his children. It costs money to establish a reputation 
however you do it. This is one way that holds a deal 
of promise. 

* * * 


Automobile Registration Numbers as Sales Makers 


Every day put an automobile registration number in 
an ad. Offer the owner of that machine a pair of 
shoes free if he comes to the store. More likely than 
not there will be other purchases made at the time the 

shoes are given the 


erent 





cannot be approached 


owner. 


at any other time. 


* + 


Latest Spring News 


Write a letter to all 
your manufacturers 
asking them to wire 
you the latest style 
hints that they are in 
possession of. When 
these telegrams come 





Spring Scene 


Place a mirror on floor of window to one side and 
run artificial grass around it and up to a road. On 
the road put a toy automobile and have a couple of 
pedestrians walking along the road. Put a couple of 
cows down near the (water) mirror. Put up a “bill- 
board” along the road with the wording, “Daily Arrivals 
of Spring Footwear at Blanks.” Have the road curve 
frora the front of the window up to the back near the 
door and have the automobilists and walkers all walk- 
ing up the road to “Blank’s” (your store name). 





* * * 


Some Politics 


The shoe merchant is 
before the public eye— 
the more so the better. 
In every town there is 
some need for better- 
ment in street lighting, 
paving or park facili- 
ties. Perhaps there is 
an association that is 
trying to get some- 


in post them in the 


thing done. The mer- 





windows and make re- 

productions of them for use in the newspapers, etc. 
When this information is asked for, explain to the 
manufacturer your idea in connection with the answers. 
The idea of speed can never be dissociated with tele- 


grams. 
~ * * 


Every Tenth Sale Free 


This is a plan which has been tried by clothing deal- 
ers and found to work perfectly. It can be adapted 
to the shoe store very nicely. The cost of doing such 
work as this ought to be charged up to advertising or 
publicity. There is profit in doing the unusual these 
days and when one couples the unusual with generosity 
it comes back into the till with renewed vigor in the 
form of friendship and goodwill. People talk about 
a store that is always doing something out of the 
ordinary, and a reputation for generosity is not the 
worst thing in the world. Folk shy off a place that is 
trying to get all their money. In a clothing store where 
this was tried the salespeople themselves became worried 
at the size of some of the lucky purchases and in one 
instance suggested throwing the count on to the next 
purchaser in the hope of it being a smaller one. The 


proprietor stuck to the honest side and as it turned out 


chant’s windows offer 
a good medium of publicity for showing photographs of 
what an improvement might mean or to advise the gen- 
eral public as to what is being done for them and to 
excite their interest. For one thing one will earn the 
friendship of those in the association for such coopera- 
tion and it may mean that it will bring one’s store into 
the limelight. This suggestion is based on the idea that 
folk usually think well of those who think of them. 


* * 


A Lecturer on Care of Feet 


Engage the services of a foot specialist to go into 
the local high school to give a lecture on the care of 
the feet. It can be arranged with the authorities to 
have a few minutes perhaps at the end of a session or 
between classes, and to clinch the interest it would be 
a good thing to offer to inspect the feet of any pupil 
who will call at the store at a certain time. 


* + 


For Store with Two Entrances 


Advertise a “midway” between the two streets on 
which one’s entrances are. At both entrances have 
placards reading: “Save Time—Come Through Here 
to Such-and-Such a Street.” 


& 
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Make a Profit on Every Pair )) — 


Make ’Em Easy To Read 


By Frank Stanton, Jr. 


Advertising Manager for the George Muse Co., Atlanta 


EN and boys will read shoe 
M ceventisin in the newspa- 

pers if the copy is made at- 
tractive from their point of view. 
Show 
him a live news picture with quite a 
lot of action. These are the strong- 
est forces in drawing attention to an 
ad, and in getting it read. All is in 
tackling the imagination, for 


we knew that it had registered. The 
shoe was named Muse’s “Flying 
Backfield.” As a background to the 
shoe cut, one Saturday’s game, show- 
ing the backfield in action, was pic- 
tured. The text ran: 

“The fastest school shoe that trods 
the turf! A triple threat, four-let- 
ter sensation—Muse’s Flying Back- 


field! Just for boys!” 
Judy Harlan, past captain of 
Georgia Tech’s Golden Tornado, 


looked at this new Muse shoe Wed- 
nesday and stated that it would make 
fast players for the future Tech 
teams. “When a boy keeps wearing 
a good fitting shoe, sure-foot, easy 
running shoe like this one—he gets 

to where he can run faster 








if a piece of copy just hits 
the eye and not the imagina- 
tion, the real value is lost. 

The job of a city editor on 
a newspaper is to take a 
mass of typewrittten copy 
and to select the one that 
has the strongest news 
value. That is what we are 
doing in planning advertis- 
ing. The subject that has 
the greatest news value at 
the moment is the one we 
play the strongest. 

The most important thing 
in a news picture is action. 
Also, the news picture must 
be used while it is fresh 
news. These action pictures 
can be obtained from the 
newspapers at a nomina! 
cost. To show a picture of 
a football game the day after 
it has taken place proves to 
the reading public that a 
store is alive, for they 
readily recognize last 
month’s or last year’s pic- 
tures. 

Each advertised shoe has 
a name selected from a news 
value point of view. The 





text of the copy is written of pace. It takes fast feet to 
. ma a Star. very star an ——_ 
in the same language as training his feet aan be war te Points Scored b 
s mmar school.” ae 
that which would be used gra . the Flying Backfield 


by an enthusiastic follower 
in describing the event. 
Technical shoe terms go by 
the board. To show exactly 
what is meant by this, the 


for BOYS! 





Judy Harlan, past captain of 
Georgia Tech’s Golden Tornado, 
looked at this new Muse shoe 
Wednesday and stated it would 
make fast players for the future 
Tech teams—“When a boy keeps 
wearing a good fitting, sure-foot, 
easy running shoe like this one— 
he gets to where he can ruh faster 
and faster. Gradually his timing 
becomes perfect; in the course of 
time he acquires a perfect change 


Wear this Shoe 


Muse's 


timing becomes perfect; in 


| and faster. Gradually his 
the course of time he ac- 





The fastest school shoe that’ trods the 
turf! A trifle threat, four-letter sensation 
—Muse's flying backfield! Just for Boys! 


Boys! Get in Muse's “Flying Backfield” 


for BOYS! 





quires a perfect change of 
pace. It takes fast feet to 
make a star. Every star be- 
gan training his feet when 
he was in grammar school.” 

In another advertisement, 
the “Pony Trot” was so 
named because of the horse- 
shoe-like irons on the heels. 
Flanking the cut of the shoe 
was a pony, of course, but 
the real punch was given by 
the imprints of the pony’s 
hoofs, as though he had gal- 
loped down the ad. 

Such names as Varsity, 
etc., are meaningless, as they 
have no originality, neither 
do they mean anything, 
while “Line Drive” and the 
like, when backed up by good 
pictures, have a_ distinct 








ie 


| SIZES 11 TO 134 


meaning. 

At the time this was writ- 
ten, “The Benztown Bard” 
was having his innings. The 
“Bard” is a writer on the 











6 


1—Pig-grain calf skin | 
2—Eyeicts are pirate rings 


of brass 
3—Highly polished barrel heel 
+-Wild west saddle stitching 


All the Time! 


(see it?) 
5—Wide flange extension 
of leat 





reading matter of one of our 


"The Style Conter of the South’ 


faintly in this picture.) 








ads is given here. 


PEACHTREE - WALTON - BROAD 


it stops water! 
7—Speed model blucher. 


| SIZES 1 TO 6 


Baltimore Sun, whose col- 
umn is reproduced by the 
Atlanta Constitution. The 
name was just appropriated, 
as it has a good ring to it 
and is emblematic of spring. 
It is. the first time we ever 
named a shoe after a poet, so 
care was taken in selecting 
a shoe that was worthy. 
Sometimes a good picture 
of Peachtree Street, with 








our store as the background, 





Last fall during the foot- 





ball season an advertisement 
on boys’ shoes created favor- 
able comment. As_ these 
comments were made when 
the boys were buying shoes, 


article. 


in the newspaper. 


This is the advertisement referred to in Mr. Stanton’s 
It could not be reproduced exactly as it appeared 
The drawing of the football scene 
which is shown here in the advertisement was the re- 


production of an actual photograph 


is used. 

On all $6 and $8 shoes we 
have been featuring six and 
eight various strong points 
of the shoes. 
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An Extra P. M. Prize 


N extra P. M. prize is offered 
A to the boys of the Atlanta Nis- 
ley store by Manager E. W. Leake. 
The one who sells the most P. M. 
shoes during a week receives $2 
extra. This record is kept secret 
until the money is awarded. In this 
way, interest is kept at boiling point. 
The men are further spiced up by 
the daily posting of their sales stand- 
ing in shoes, hose and findings. Mr. 
Leake tells his men not to force 
sales. If they will try to help a cus- 
tomer, they will sell many more 
shoes, make the customer feel more 
kindly to the store and build 
a real clientele. 


* + 


Store Guest Book ; 
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Peoples Ideas) 


by Harry R-lerhune 


( Other 


act in the store more as a hostess 
than a manager. 


* + 


Hand Painted Shoes 


FAD that was started last year 

by J. B. Toranto of the Vanity 
Boot Shop, Birmingham, promises 
to come back even stronger this sea- 
son, which is most unusual for fads. 
It is shoes made of Panama straw 
on which flowers are hand painted. 
A local young woman artist does the 
painting at 50 cents a pair, with 
each pair different. These shoes will 
not be shown until late spring, as 


eapoonencecesececeevesscencocsesevenenensceeeseveneueneseosueonsstieT 


Free “Theater Tickets” 


PI, 


field Editor 


they are a warm weather proposi- 


tion. As Mr. Toranto expresses it: 
“They are a dangerous novelty, one 
that only a gambler should touch. 
The shoes would be good only in a 
store catering to the real fast, flap- 
per type of customers, the kind who, 
if a pair of shoes wears out in a 
week, will buy another pair without 
kicking.” 


* * * 


The “$1-off” Sale 


SUGGESTION from W. E. Hils- 

ton of Birmingham on how to 
clean out some undesirable men’s 
shoes. A short while ago he 

had 562 pairs of men’s odds 

and ends that he would have 

been glad to sell for $3.50 a 

pair. He marked them $5.50 

and ran a dollar sale; that is, 
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, - Yandoun Character Sho z | is s 
REGULAR puet ne i Kaiba Glare ise Shoplz| (J Stan sowed ot hi nal 
kept in the Alexander a 33° pric 
store in Atlanta that has SPECT THE NEW SPRING ASSORTMENT. oF |) 37 7 i their old shoes. A ten-inch, 
many interesting sidelights. LONDON CHARACTER SHOES |r7™0 3 three-column advertisement 
Customers write in it their q mt lou Wnavan eae * 82> — the story plainly and 
names and addresses and, VAVAIL, YOURSELE OF a® fF rankly. The - ay 131 
what is more important to OUFREE OF CHARGE — Im pairs were sold without a 








window showing. The old 
shoes were thrown in a pile 
in plain sight of the cus- 
tomers. The idea is not new 
or original but, as Mr. Hils- 
ton says, enough enthusiasm 
may be got from it to put an 
otherwise ordinary sale over 
in good shape. 


the store, they jot down their 
impressions of the Matrix 
shoes. Ordinary prosaic card 
records are made human 
through writing, in addition 
to the usual name, size, etc., 
information of a personal na- 
ture about the customer. 
This helps greatly in putting 
a personal touch into the sell- 
ing. This store is owned by 
J. A. (Jim) Alexander, whose 
main job is selling E. P. 


Imitation theater tickets like the above 
were distributed one evening shortly be- 
fore Easter in Court Square, Brooklyn, by 
men employed by the London Character 
Shoe Shop at 390 Fulton Street. Two 
young men, dressed in faultless evening 
clothes, passed through the crowd handing 
the tickets right and left. An observer, 
who took one, reported afterward that * & * 


nine-tenths of the men who accepted the 
pieces of pasteboard stuck them in their Making It Nice for 
the Shriners 


pockets. The ticket invites the holder to 
ETAIL shoe merchants 


Reed shoes in the South. His 
interests, however, are ably 
looked out for during his ab- 


view the styles at the store and entitles him 
to make use of the free shine facilities 
of the store. 





sence by Mrs. Jim, whose in- 
tense interest causes her to 


who handle the Walk- 
Over line have statuettes of 
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the Walk-Over man and the Walk- 
Over woman which they use as a 
permanent part of their window dis- 
plays or inside the store. Every 
once in awhile a clever display man 
has used them “out of their charac- 
ter,” to use a theatrical expression. 
Frank L. Baird of Baird Bros. Shoe 
Co., Inc., Shreveport, La., is one of 
them. 

Recently a meeting of national 
directors of the Shrine was held in 
that city. Mr. Baird had a profile 
reproduction of the Walk-Over man 
cut out of heavy cardboard and col- 
ored. Then he placed a Shrine fez 
on its head and equipped the figure 
with a card which read: 


“Crossing the hot sands didn’t 
bother me. I wear Walk-Over 
shoes.” 


Needless to say, this unique dis- 
play attracted a lot of attention. 


Winning the Children 


The Stars Will Come 
To Earth 
April 9th, 10:30 A. M. 
‘*‘HIPPODROME THEATBRBE’’ 


Every boy and girl should see this performance and we 
are inviting the Kiddies as our guests to witness the picture 


‘“*‘TWINKLE TOWN TALES’”’ 


Bring the kiddies (12 years old and under) to our store 
for free Uckets at 10 o'clock Saturday morning 


M‘GEENS 


HE McGrew Shoe Store, 254 
Front Street, Marietta, Ohio, is 
laying a firm foundation for future 
business by making friends of the 
children. This store runs frequent 
juvenile contests, treats, etc., and re- 
cently they invited the kiddies to a 
theater performance as their guests. 
The performance was one which 
especially appealed to boys and girls 
under twelve years of age, and the 
public was notified by the newspaper 
advertisement reproduced herewith. 
Early in the day mentioned, chil- 
dren began calling at McGrew’s store 
for free tickets, and by ten o’clock 
families of Marietta and surround- 
ing territory were well represented 
at the theater. The little folks were 
then treated to an _ uproariously 
funny comedy, and when it was over 
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New Store Magazine 


Veerus.wnich may de hed 
io patent kid with gold and 
red kid crimmings in combi- 
nation, in pastel parchment 
with tapestry kid aod moth- 
er-of-pearl trim. Presents a 
* striking appearance in grey 
kid with ccimmings of blec 
aod guometal. Positively ao 


exclysive Parisian creation. 
$15.00. 


of our 51 new SHORT VAMP shoe creations 
exemplifying fashions latest decrees- 


ys 
They awatt your inspection and approval 
at 520 Wood Street in Pittsburgh, Pa. 


SS | #- Andromeda Paris has 
See adopted the Sandal for chis 
summer's smart wear. They 
“s -arc comfortably cooling and 
| ee ee ee 


A very unique, unusual creation, designed ia 
Paris. They reflect the uemost in the realm of 
new, striking, daring shoe design and are sure 
to be accepted as the criterion of correct taste 
by chose to whom the necessity of being in thé 


4%, 


our clever designers have 
given them many attractive 
lioes. This model embraces 
five striking combinations of 
new bleoding colors. Span- 
isb raisin, hment, gres, 
patent leather, all with coo- 
trasting (rimmings. $15.00. 


é mode is of greatest importance. In many com- 





binations with the new Birch Elite ceimmings 


Rose Bish’ $ 16.50 Pastel Parchaent 


Peart Grey 





‘3 Ve A slipper for tbe hard- 
z eee ee 
on and with high ankle strape-it is 
be + the shoe of comfort and style. In 
PEE 

be es 


UE largely to the efforts of S. 

B. Levine, buyer for the Paris- 

ian Bootery, 520 Wood Street, Pitts- 
burgh, Pa., the store is now issuing 
a very chummy and_ informative 
monthly booklet styled “Newsette.’ 
The first issue of the little paper, 
which came out in April, introduces 
the members of the firm and sales 
staff and features five of their large 
line of short vamp creations along 
with a full page devoted to an un- 


Patent Leather 


[Akcyme Here's anew and dainty 


ation chat will Gatrer che foot of 
the most fastidious. Fashionably trim- 
med insilk kid materials. May be 


AA) 


usually popular and novel number 
known as the “Black Bottom.” 

The policy of the store is also 
clearly set forth in the little “maga- 
zine” as well as giving style tips and 
explaining the purpose of the pub- 
lication. A line or two is devoted 
to the “Special Order’? department. 

The ‘“Newsette” is distributed to 
a mailing list of about 5000. The 
staff includes W. B. McGill, editor; 
S. B. Levine, assistant editor; and 
S. B. Barack, contributing editor. 


parent with colored piping at $14.50 had in pateoc and grey. $10.00. 








souvenirs, consisting of noisy tin 
whistles, were given out. Along 
with these were little circulars with 
pictures of shoes within. The ar- 
rangement attracted considerable at- 
tention on the streets and next day 
the local newspapers carried a com- 
plete report of. the stunt, thus giv- 
ing more advertising to the store. 


Using a Cooking School 
to Sell Shoes 


HE managers of the Cinderella 

Slipper Shop of Austin, Tex., 
were successful in cooperating with 
a public cooking school in their city 
which was held by a national cook- 
ing expert. As this woman stressed 
correctly fitted footwear to her audi- 
ence, the daily advertisements used 


by this firm had a direct tie-up that 
pepped up sales during the week. 


*% * * 


Slippers All the Year 
’"Round 


LIPPERS are considered such a 

good year ’round proposition in 
the Bullock Shoe Store, Montgomery, 
Ala., that Nick Jones has set aside 
the front end of his lower floor as 
a permanent slipper department. 
Not only are house slippers for the 
entire family sold here, but the finer 
evening slippers as well. The inno- 
vation was brought into being 
through the realization that there 
was always a demand for slippers. 
A nice extra business results by 


always having a good assortment on 
hand. 





eens ate. 
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Arch Preserver Wins Decision 
After Lengthy Litigation 


Court Sustains Shoe Patent Claim 


OLLOWING litigation which 

has extended over a consider- 

able length of time, the Court 
of Appeals of the District of Colum- 
bia has handed down a decision fully 
upholding the contention of Charles 
H. Brown that he is the inventor of 
the metatarsal arch supporting fea- 
ture in shoes, one form of which is 
now used in the Arch Preserver 
shoes. The court decision was 
handed down April 4 by Chief Jus- 
tice Martin and Associate Justices 
Robb and Van Orsdel. Opposing 
Mr. Brown in this proceeding was 
Frederick P. Marx, the case having 
gone to the Court of Appeals on an 
appeal taken by the latter. In liti- 
gation of this character, the Court 
of Appeals of the District of Colum- 
bia is the court of last resort. 

Arch Preserver shoes, embodying 
the patented features, the ownership 
of which has now been established, 
are made by two well known manu- 
facturers. Arch Preserver shoes 
for women, misses and children are 
made by the Selby Shoe Co. of Ports- 
mouth, Ohio. Arch Preserver shoes 
for men are made by E. T. Wright & 
Co., Rockland, Mass. The owner- 
ship of the patents is vested in The 
Trustees for Arch Preserver Shoe 
Patents, of which organization Mr. 
Brown is secretary. The patents 
themselves do not relate merely to 
the scientifically designed steel arch 
bridge incorporated in these shoes, 
but also cover revolutionary features 
of last modeling, shoe construction 
and shoe fitting. 

The decision of the court in this 
particular case, considered in con- 
junction with other_decisions favor-- 
able to Mr. Brown which have been 
made in the past, is interpreted as 
meaning that these patented fea- 


- tures of Arch Preserver shoes are so 


basic as to preclude the possibility 


of successful imitation. It is of tre- 
mendous importance in view of the 
fact that an adverse decision would 
have destroyed not only the good will 
which has been built up by the two 
manufacturers involved, but also 
that enjoyed by the more than 3000 
retail distributors of Arch Preserver 
shoes in all parts of the country. 

The Trustees of the Arch Pre- 
server Shoe Patents point out that 
this shoes is not a corrective shoe, 
nor a health shoe. na recent state- 
ment they said: 

“The Arch Preserver Shoe is not 
a specialty shoe, nor a shoe for cer- 
tain peculiar foot requirements. It 
is a shoe for all feet, those that are 
normal and those that can be brought 
back to normal when they are freed 
from the abuse of shoes that strain 
and pinch. 

“It should be understood that the 
‘flood’ of substitutes for the Arch 
Preserver shoe that have swept over 
the market are imitations, not even 
approximating the construction of 
the Arch Preserver shoe. 


é¢,F dealers will realize that there 

are many other features in the 
Arch Preserver shoe in addition to 
the much talked of patented steel 
arch bridge, which is of a peculiar 
design and manufactured by an elab- 
orate process of special formula ma- 
terial, then the true worth of the 
Arch Preserver shoe will be under- 
stood. 

“It is not the steel arch bridge 
that makes the Arch Preserver shoe 
so comfortable. It is not the special 
last design giving a flat inner sole to 
prevent pinching of nerves and blood 
vessels. It is not the special heel-to- 
ball fitting method that explains the 
success of the Arch Preserver shoe, 
nor is it the metatarsal arch support 
alone. 


“It is the correct combination of 
all these features with the highes* 
grade materials, workmanship and 
styling that has made the success of 
the Arch Preserver shoe. The cor- 
rect combination of the correct ap- 
plication of each feature, giving a 
correct shoe, a scientifically correct 
walking base for the human foot. 
The result is, of course, foot happi- 
ness, because the Arch Preserver 
shoe does nothing to make the foot 
unhappy. 

“The trustees appeal to the shoe 
industry to play fairly, to admit 
facts, to refrain from abusing the 
confidence of the public and to stop 
destroying good will that has been 
built up by honest, conscientious 
effort.” 

The Trustees for the Arch Pre- 
server Shoe Patents announce that 
they intend to protect to the fullest 
extent all Arch Preserver shoe 
dealers in the free exercise of the 
Arch Preserver shoe franchise. 


Revolving Hosiery 
Display 

REVOLVING table on which 

are placed three hosiery stands 
in the form of a triangle has in- 
creased the stocking sales of the 
Kinney store in Montgomery, Ala., 
a good 50 per cent, according to 
Manager A. H. Britt. A white can- 
vas oxford with a flexible shank and 
a military rubber heel, a shoe that 
retails at $3.98, has been the means 
of creating considerable new busi- 
ness for the house. 

“This shoes is one that we never 
will get rich in selling, but as there 
are 300 nurses in the local hospitals 
that think well enough of it to buy 
it regularly, I figure that we are get- 
ting some good advertising. These 
girls not only buy this shoe, but they 
buy other shoes, as well as stockings, 
dressings and slippers,” said Mr. 
Britt. 














INVISIBLE MIDDLESOLE | 


BOTTOM Frit ee 





































The illustration above is 
cross section showing con- 
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IBLE MIDDLESOLE 


BOTTOM FILLER 


NVISIBLE MIDDLESOLE is a bottom filler that 
adds the wear of a middle sole to the shoe. 


ig tienen MIDDLESOLE provides a one-eighth 
inch rubber sole between the two leather soles. 


(gelesen MIDDLESOLE prevents cold or damp- 
ness from coming through to the foot. 


NVISIBLE MIDDLESOLE assures wonderful flex- 
ibility and does away with squeaks. 


NVISIBLE MIDDLESOLE adds to health and 
comfort by providing a flat, damp-proof insole. 


NVISIBLE MIDDLESOLE will not crawl or 
bunch and so eliminates cause of frequent cus- 
tomer complaints due to uneven wear on insole and 


outsole. 


 gehagmagin MIDDLESOLE will help you sell more 
shoes and keep more satisfied customers. 


Mr. Shoe Buyer “ Ask your shoe manu- 
facturer to put Invisible Middlesole (Bottom 
Filler) in your shoes—send for descriptive folder 
and coupon book today. 


BECKWITH MANUFACTURING COMPANY 
Manufagturers. of Vulco Products 


111 SOMMER ST., BOSTON 


THE CHURCH GREEN CO., BOSTON 
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When In CHICAGO 


Enjoy your stay—at the New 


MORRISON HOTEL 


Madison and Clark Streets 
Tallest—and Most Economical—Hotel in the W orld—46 Stories High 


OR a number of years the 

Morrison Hotel has been the 
chosen headquarters in Chicago of 
American shoe manufacturers, their 
representatives and out of town 
dealers. It offers an environment 
and service unsurpassed by the 
most expensive hotels, and yet it 
maintains a scale of rates lower 
than that of any other hotel of 
high recognition. 





Closest to Offices, Stores, 


Theatres and Railroads 
Rates, $2.50 Up 


At this location, the most central in the 
city, the large revenues from subleased 
stores pay all the ground rent, and the 
total saving is passed on to the guests. 
It is therefore possible to engage rooms 
here for $2.50 to $5 that would rent at $5 
to $8 elsewhere. 


1944 Outside Rooms 
Each with Bath 


Every room has bath, running ice water 
and Servidor, the latter insuring abso- 
lute privacy with its “grille” feature. 
There is a special housekeeper on each 
floor, and all guests enjoy garage service. 
Stores, theatres, offices and depots are 
nearer than to any other hotel. 





Ideal for Conventions 


The Cameo Room, seating 2000, and 
the “dance and dine” Terrace Garden 
are among those of the Morrison’s at- 
tractions that have made this the favor- 
ite hotel in Chicago for trade gatherings 


The New Morrison, when completed, will be the world’s lorgest and . : 
tallest hotel, 46 stories high, with 3400 rooms and meetings of all kinds. 


Write for Reservations or Telephone State 8700 
Special Convention Rates on Application 

















eR ern 





BOOT AND SHOE RECORDER May 7, 1927 


56 


ry | 
TUBUBUAD 


This Season— S D re. RT 


— point to something 
extra in leather value— (SMOKED) 
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SPORT SHOES 
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When you can have all the extra sales 
inducement which SMOKED SPORT 
WILO affords (without increasing the 
cost of your shoes) why do without such 


talking points as these. r : : : * —a leather especially made for 
sport shoes. 





It will pay you to prove the truth of these siiiad dilaiialitia casita 
statements. yet very long wearing. 

—a leather that dries out in its 
Order a sample case of shoes made from original softness when wet. 
SMOKED SPORT WILO. age > =—a leather that cleans readily 

with a damp sponge or cloth and 


Light Smoke and Camel Smoke Sere. 


Are the Favorite Colors for Spring 
(Identify Them by the Smoke Smell) 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 


BRANCHES 
7634 Bosworth St., Chicago, Ill. 1416 Washington Ave., St. Louis, Mo. 
100 Gold Street, New York 200 Davis St., San Francisco, Cal. 
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; Economy Reinforced Insoles : 
: ; offer three distinct advantages: : 
Z (1) A reinforcing of canvas on an insole 2 
3 of good leather strengthens the whole = 
3 shoe through all the operations. : 
$ (2) This canvas reinforcing prevents 
; spreading. 3 
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; ° the channel. § 
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The Martie 
Sports wear tie—Most attractive- 
ly designed and fashioned in 
many materials by Sherwood’s. 


















A new variation of the popular 

strap type. Made with set in 

strap of harmonizing materials, 

l designed and fashioned by Sher- 
wood’s. 


Featuring styles that attract the eye 


—captivating beauty, 


patterns that reflect good taste and 
It will 


compel women to buy. 
pay you to feature Sherwood shoes 


selling easy. 
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Keochester, N. Y. 


for their intrinsic worth makes 
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The Creole 
































NEW YORK CITY 
R. F. Schneider, 907 Marbridge Bldg. 
CHICAGO 
F. J. Le Pine, 1618 Republic Bldg. 
PHILADELPHIA 
W. F. Schoell, 119 So. 4th St. 
DENVER 
W. B. McNutt, 218 Charles Bldg. 
LOS ANGELES 
G. C. McAtee, 706 Forrester Bldg. 
PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


By HELEN M. HANEY 


HE Wisconsin Shoe Travelers’ As- 

sociation held its monthly meeting 
on April 30, at Milwaukee. The an- 
nual convention of the Wisconsin Shoe 
Retailers’ Association was discussed 
and the travelers made plans for their 
participation in the convention which 
will be held in Milwaukee in August. 





OHN S. WHIT- 

TEMORE, one 
of the best known 
and best liked 
shoe salesmer 
traveling out of 
Boston, and who 
for four years 
has covered Penn- 
sylvania and New 
York State for 
K rip pen- 
dorf-Dittman Co., 
has recently made 
arrangements to 
relinquish his 
territory in the Keystone State and 
will substitute for it New England, re- 
taining his former “stamping ground” 
in New York State. Mr. Whittemore 
has covered the “Empire State” for 
many a year and is very well pleased 
with his New York-New England ter- 
ritorial tie-up. 





John S. Whittemore 


OSEPH T. Mc- 

CAULEY, who 
“hails” from the 
leather town of 
Winchester, Mass., 
and who for a 
number of years 
represented Levi- 
seur-Haroth Co., 
has joined’ the 
sales staff of the 
Standard Kid Co. 
After a three or 
four days’ visit at 
the Wilmington, 
Del., factory, to be- 
come thoroughly acquainted with his 
new connections, he started off on a 
Western trip which will keep him out 
on the road for about six weeks. Be- 
tween calls on Western shoe manufac- 
turers, “Joe” will sell leather at the 
Standard Kid Co.’s headquarters in 
“The Hub,” at 207 South Street. 


E. GERRISH, who covers New 

¢ York State and New England 

for Dodge Bros. Shoe Co., Newbury- 

port, Mass., is taking a month’s trip 

through his territory, and reports 

much interest in the new spring and 
summer creations in the light colors. 





Joseph T. McCauley 


AVE DAVIS, treasurer of the N. 

S. T. A., and Chicago represen- 
tative for Thomson Bros. Shoe Co., 
made a flying trip to Boston and 
Brockton recently. While in “The 
Hub,” Mrs. Davis held a short con- 
ference with “Prexy” Charles W. Mor- 
rill on affairs of the National body, 
and together both officers called at the 
RECORDER office to say “Howdy.” 


EORGE M. D. 

POSEY, who 
for a great many 
years represented 
Johnson _ Bros. 
Shoe Co. in the 
Northwest, recent- 
ly joined the sales- 
force of the A. H. 
Berry Shoe Co. of 
Portland, Me., and 
will cover his old 
customers in his 
same old territory 
with the Evange- 
line line. Mr. Posey 
is one of the literary geniuses of the 
industry. He has endeared himself to 
his hosts of friends in the trade 
through his works of poetry and prose. 
Two of his more recent prose works 
he has sent out in brochure form, one 
entitled “The Paths of Glory,” and the 
other “The Exemplary American,” 
dedicated to Theodore Roosevelt. 








George M. D. Posey 





URTIS GAR- 

RETT, for the 
past ten years 
covering the Pa- 
cific Coast, with 
W. B. Coon Co. for 
six years, and with 
the Moore Shoe 
Co. for about five 
years, recently re- 
signed from the 
latter concern and 
now represents the 
John Meier Shoe 
Co. of St. Louis. 
Mr. Garrett will 
cover all territory from Denver west. 
Curtis Garrett writes the RECORDER 
that he started on his trip for his new 
connection April 23 with “a fast line 
of women’s popular priced novelty Mc- 
Kays exclusively.” 


"THE N.S. T.A. group insurance plan 
has made a wonderful showing dur- 
ing its past six mouths of existence. 
From October 1 to March 1, 1927, the 
following claims, amounting to $6,000, 
have been paid: Ned Goodnow (Indiana 
Ass’n), Charles E. Dale (the Boston 
Shoe Associates), Walter M. Sharpe 
(Boston Shoe Travelers), Emmet L. 
Spillman (Pacific Coast Ass’n), Chas. 





Curtis Garrett 








F. Wood (Buffalo Ass’n), W. W. Glan- 
ville (Los Angeles Ass’n). All claims 
are paid immediately upon receipt of 
the verification of the demise. The 
operation of the plan has proved emi- 
nently satisfactory and in its provi- 
sions for ready funds when ready funds 
are needed, it should prove attractive 
to all shoe travelers, and to others who 
are eligible to membership in the N. S. 
T. A. Letters have been received by the 
National Secretary commenting on the 
promptness of the payments. 





OSE A. GODOY, who has been act- 

ing as special representative of 
the Standard Kid Co. for the past two 
months, visiting the foreign agents of 
this concern in South America, recent- 
ly returned to Boston. 





B. (LARRY) 
* CAHILL, JR., 
one of the execu- 
tives of the Cahill 
Shoe Co., Cincin- 
nati, for the past 
ten years, is now 
the factory repre- 
sentative in the 
South. Larry will 
cover the large 
cities in the South 
and Southwest. He 
is enthusiastic over 
his new line of 
women’s style cor- 
rective welts, which has been added 
since the taking over of the Vollman- 
Lawrence Co. Foot Rest and Madam 
Bo’Coeur equipment. Mr. Cahill writes 
that he expects to be in “The Hub” 
July 5-7 with George Vollman, Sr., who 
is now with the Cahill Shoe Co. 





L. B. (Larry) Cahill 





ERE’S Hor- 

ace W. Mur- 
ray, the new style 
and quality man 
for Brophy Bros. 
Shoe Co., South 
Boston, who will 
cover some of the 
volume buyers 
for this concern. 
We gave the 
news of Mr. Mur- 
ray’s new connec- 
tion in the RE- 
CORDER’S April 23 
issue, but know 
that Horace’s many friends in the 
trade will like to see the most recent 
picture of this shoe style specialist. 





Horace W. Murray 





J. McDonnell of the Bleecker Shoe 

* Co., generally known as “Mac,” is 

now covering the South for this well 
known New York wholesale house. 








60 


RANK M. 
BOHR, vice- 
president and 
sales manager of 
the Munroe Shoe 
Co., Auburn, Me., 


recently returned 
to Boston from a 
“flying” trip to 


the Pacific Coast 
trade of this house, 
which he covered 
with the Munroe 
Shoe Co.’s_ sales- 





i man in that sec- 
ere tion, H. A. Sublett 
of Hollywood. Mr. Bohr reports that 


everything looks rosy to him in the 
West, as well as all over the country. 
So good has Salesman Sublett’s busi- 
ness been that a new man is about to 
be added for the inter-mountain States 
territory, allowing Mr. Sublett to con- 
centrate on the Coast. Other new ter- 
ritory opened by the Munroe Shoe Co. 
is New York and New Jersey and up 
the Hudson to Albany, which will be 
covered by Mack Bluming, with head- 
quarters in New York City. 





"THE Los Angeles boys report a won- 
derful time at their banquet on 
April 20 at the Alexandria Hotel. The 
affair was largely attended, many of 
the San Francisco travelers coming 
down especially for the event. Presi- 
dent Moder introduced Charlie McWil- 
liams as toastmaster. Walter Heirs 
acted as master of ceremonies. Walter 
is a famous comedian in pictures as 
well as vaudeville, also an honorary 
member of the Los Angeles Shoe 
Traveler’s Club. Harry Kushins well- 
known traveler of California  co- 
operated to secure fourteen acts of 
high class vaudeville talent. Among 
the speakers were: Rex Goodsell, Mark 
McIntosh, Roy Stewart, and Billie 
Ahern. The club was congratulated by 
Mr. MeWilliams on having attained a 
membership of 152, a gain of 92 since 
the first of the year. Dick Moder’s 
orchestra furnished the music. All in 
all, it was one of the most enjoyable 
affairs the shoe men have ever put on 
in Southern California. Now, comes 
the big doings for the wives and sweet- 
hearts—some time this summer at one 
of the country clubs or at the sea shore. 





HE Iowa Shoe Travelers’ Associa- 
tion is holding a special meeting to- 


day, May 7, at the Hotel Fort Des’ 


Moines. President Ira Hall called this 
meeting to outline a policy for the shoe 
travelers and also to stage a member- 
ship drive. The Iowa Retail Shoe 
Dealers’ Association will hold its first 
group meeting in Des Moines, Iowa, 
Monday, May 9, at the Chamber of 
Commerce. The new president, Walter 
Arant, will preside at this meeting, and 
Iowa shoe travelers will be present in 
large numbers. 


ERB GARDNER, representative 

of the Walter J. Booth Shoe Co. 
of Milwaukee, in Texas, with head- 
quarters at San Antonio was a visitor 
in Milwaukee recently and spent some 
time with the golf “bugs.” Herb was 
the Wisconsin amateur golf champion 
in 1924, annexing the State crown in 
the annual tourney that year. He is 
still regarded as the champion of the 
Blue Mound Country Club. 
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Shoeman 20 Years Ahead of 
Paul Poiret 


“Billy” Noll of Boston, “The Catspaw” 
rubber heel man, and the 27-times-elected 
secretary of the Boston Shoe Travelers’ 
Association, scans closely each day’s daily 
papers for the latest items that in any way 
relate to the new shoe styles. Like every 
good student of a special subject, he re- 
members past “history,”” and makes many 
comparisons between former and present 
periods. And so, when last week a morn- 
ing paper of “The Hub” published a 
Paris dispatch from Paul Poiret to the = 
effect that the dean of French dress de- = 
signers thinks that “‘Twin Legs Encased in 
Dissimilar Hosiery Colors Would Be Ef- 
fective,” and then asked—“Why Not One 
Light Stocking and One Dark One,” Billy 
Noll commented about in this wise: 

“This Paul Poiret of Paris, and 
his suggestion of one stocking of 
one hue on one leg, and one of 
another hue on the other leg, is © 
absolutely not a new idea. Some 
twenty years ago, the late Billy 
Kiley of the old firm of McDon- 
ald-Kiley of Cincinnati, originated 
this fashion. For instance, Billy 
Kiley would sometimes wear one 
green stocking, and one red one, 
at the same time; or he might be 
seen walking along with a blue 
stocking on one leg, and a white 
one on the other. Billy Kiley 
traveled the big cities of the 
Middle West, and as I traveled 
much in that territory, I was in 
his company many times, and 
know whereof I speak. 

“Billy Kiley was a prime favor- 
ite with all the trade. I believe that 
he adopted this very-much-in-ad- 
vance ‘half-in-half’ hosiery effect 
chiefly to be different. Billy was 
a good publicist, and appreciated, 
too, as keenly as his many friends, 
the humorous side of ‘pepping it 
up’ in hosiery variation. 

Many a shoe traveler who 
made Western territory a fifth of 
a century ago can vouch for the 
truth of the above statement. 
Billy Kiley has been in his grave 
for the past ten years or more, 
but the delightful memories of my 
brother traveler, including his 
unique custom of dissimilar-col- 
ored-stocking-wearing, stand out 
most vividly before me now, as I = 
read of Paul Poiret’s latest hosiery = 
fashion flashes.”’ 














IMON RU- 

WITCH, past- 
president of the 
Chicago Shoe 
Travelers’ Asso- 
ciation, recent- 
ly gave an inspir- 
ing talk at a recent 
Saturday “get-to- 
gether” luncheon 
of the _ Chicago 
Shoe _ Travelers’ 
Association, held 
at the Hotel La 
Salle. Frank B. 
King, chairman of 
the N. S. T. A. style committee, gave a 
detailed account of what was being 
done through inter-association work of 
manufacturers, retail shoe merchants 
and shoe travelers toward eliminating 
the habit of travelers selling on com- 
mission without a drawing account. 
Arthur Earle told of problems in the 


Simon Ruwitch 
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ERE is Ben 
J. Lockwood, 
who now covers 
a wide stretch of 
country for Her- 
man E. Lewis of 
Haverhill, Mass., 
and Northwood, 
N. H. We told 
about Ben’s new 
connection in the 
RECORDER’S April 
23 “Who’s Who 
on the Road,” but 
Ben J. Lockwood as Ben’s many 
good friends in 
and around the Boston market said 
that they would like to see his smiling 
face appear in these columns, here 
goes. Ben’s territory for Herman E. 
Lewis will be practically the same as 
he has covered for the past 30 years 
for Upham Bros. Shoe Co., namely, 
Michigan, Indiana, New York State, 
Ohio, West Virginia, Kentucky - and 
Pennsylvania. 








HE Shoe Travelers Association of 

Chicago will hold a meeting at the 
Elks Club, 183 West Washington 
Street, at 6.30 p. m., Friday, May 13. 
The local branch of the National As- 
sociation of Credit Men, has been doing 
excellent work in the interests of the 
shoe trade of Chicago and vicinity 
along the lines of preserving and main- 
taining the integrity of the legitimate 
retail shoe merchant. The Chicago 
“Travelers” have therefore invited 
President England, of the Chicago 
shoe branch and credit manager for 
the Axman-Weiss Shoe Co., to ad- 
dress the travelers. Another speaker 
will talk on lighter-weight topics and 
the entertainment committee is plan- 
ning several surprises. President Sam 
Solomon invites any interested mem- 
bers of all branches of the shoe trade 
to attend. Tickets are but $1 includ- 
ing the dinner at Chicago’s famous 
Elks’ Club. Reservations are limited 
and should be filed promptly with Sec- 
retary Charles Heilbrun, 45 South 
Wells Street, Chicago. 





66 ALLY” GLOUD has joined the 

salesforce of the A. H. Berry 
Shoe Corporation of Portland, Me. 
“Wally” is very much identified with 
Ohio territory, having traveled “The 
Buckeye State” for a great many 
years, representing Johnson Bros. Shoe 
Mfg. Co.’s line. He is one of the best 
known salesman in Ohio, and will con- 
tinue to call on old friends in his same 
old “stamping ground,” but this time 
with “The Evangeline” line. 





blending of new colors. Arthur, as 
usual, was given a hearty welcome. 
Mr. Ruwitch’s theme was the necessity 
of traveling shoe salesmen acting as 
merchandising counsellors. He _ said 
that the younger men on the road 
should seek every opportunity to min- 
gle with the older, experienced, shoe 
salesmen, so that they might learn of 
today’s renewed importance of their 
profession, and that it was through ac- 
tive membership in shoe travelers’ or- 
ganizations that the best course of 
instruction is afforded. 

The Welfare chairman, Tom Knox, 
was given a rising vote of thanks and 
many cheers for his good work. 
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The Brace Pattern 


Patent One Strap 
Paisley Trim 
4602 8% to 11. 


5062 11%to 2 
8602 2% to 6 (Covered Heel) 2.85 


Cherry Red Pattern 
Paisley Trim 
4603 8'%20to01l1........ 
5603 11% to 2. 


BOOT AND SHOE 





8603 24% to 6 (Covered Heel) 3. 25 | 


Same Pattern in Roseblush 
and Parchment 


8% to 11—$2.15, 11% to 2—$2.35 
2% to 6 (Covered Heel).... 


3.00 | 


| 
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CHILDREN’S and 


GROWING GIRLS’ SHOES 


IN STOCK 





Patent Colt One Strap 
Diamond Cut Out 
4609— 8 to 11 
5609—11% to 2 
Same—But Black and White Trim 


$1.95 
2.15 


4612— 8'% to ll $1.95 
5612—11'2 to 2 2.15 
7612— 2% to 6 (Cuban Heels) 2.45 


Weimer Wright & Watkin Co. 


39 S. SECOND ST. 


PHILADELPHIA, PA. 


FACTORY: ANNVILLE, PA. 


Sole Distributors for New York and Vicinity, Merritt Elliott & Co., 


132 Duane St., 


New York, N. Y. 








| 





Children’s, Misses’ and Growing 
Girl’s T-Strap, Cut Out 


4606—Child’s Patent Black, 
Iguana Trim, 812/11 $2.10 

5606—Misses’ Patent Black, 
Iguana Trim, 11/2 2.30 

| 8606—Growing Girls’ 2142/7, 
Covered. Heels 2.95 

4608—Child’s Parchment, Rep- 
tile Trim, 842/11 2.25 

5608—NMisses’ Parchment, Rep- 
tile Trim, 111% 2.45 


TIPVITA MIATA CIITA 
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Imported Double-Soled Children’s Bare Foot Sandals 


STURDY, SOLID LEATHER STITCH DOWNS THAT CAN BE RESOLED 


GOLO OFFERS THESE DOUBLE STITCHED SANDALS AT 
ATTRACTIVE PRICES 


Assortment 5- 8 @ 76c 
Assortment 9-11 @ 90c 





Showing the Resoling 
Feature of the Sandals 


Assortment 5-13 @ 87c 
Assortment 5- 2 @ 88c 


SOLD IN 72 PAIR CASE LOTS ONLY 


GOLO SLIPPER COMPANY 


BRANCH SALES OFFICE 
1634 REPUBLIC BLDG. 
CHICAGO, ILL. 


MAIN OFFICE 
129 DUANE ST., NEW YORK 
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BUCKHECT 





Sel] 





SHOES | 
all over the county 





The BIG SELLER 
in 
OUTDOOR SHOES 


For 70 years BUCKHECT 
Shoes have made good 
under the severest forms 
of service. Made of Cali- 
fornia’s original Indian- 
tan process leather with 
the “oil tanned in”. 


Your trade will welcome 
them and they are money- 
makers for you. Sold now 
by more than 5,000 
dealers. Write today for 
new catalog and prices. 


BUCKINGHAM & HECHT 


25 First Street, San Francisco 











In New York 
THE H. & D. FOLSOM ARMS CO. 


In Chicago 
VON LENGERKE & ANTOINE 
344 Broadway 


33 South Wabash Ave. 











IMPORTED— ENGLISH 


Riding Boots 
IN STOCK 


Perfect fit and perfect shape 
are the characteristic fea- 
tures of these British boots. 
The long time English proc- 
ess tanned leather used in 
these boots assures durabil- 
ity and comfort. And they 
are put together by real boot- 
makers who have devoted a 
life time to this work. 












MEN’S 
16.50 PAIR 


Sizes 5% to 11 
Widths B to E 


WOMEN’S 
14.50 PAIR 


Sizes 3 to 8 
Widths A to D 


Brown or Black 
Willow Oalf 
We carry all riding accessories, boot trees, boot hooks, 

boot jacks, non-rust spurs and chains, riding crops. 
Also—leather puttees in large variety. Send for catalog. 


COLT CROMWELL CO., Inc. 
596 BROADWAY NEW YORK, N. Y. 








GET 
READY 
for the 
SUMMER 





ee 


LANCO 


the Pioneer 
AND THE LEADER 
of the CAKE DRESSINGS 
No. 99—WHITE 


No. 95—WEB (SAGE-GREEN) 
No. 96—KHAKI 


IN STOCK—ALUMINUM BOXED 
AND REFILLS 


Laing, Harrar & Chamberlin 














43 N. 3rd St., Philadelphia 
SOLE DISTRIBUTORS FOR U. S. A. 


_ 





eae 


| 











7 


May 7, 1927 


BOOT AND SHOE RECORDER 63 





y “The Little Turn with 
the Big Turnover” 


TURN SHOES 


Made by skillful, careful workmen. 
Highest grade materials “Acrobat” 
shoe quality. 


Two Attractive 


Children’s Straps 


No. S704 












Patent One Strap. In 
stock : 


No. 8706 


Patent One Strap, Rose 
Blush Trim. 

5-8 CD, 8% 
11%-2 BCD. 
Heel. 


-11 CD, 
Leather 


Summon “In stock” catalog of “Acrobat” Double Welt 
and “Minnehaha” Turn shoes. It offers opportunities 
for immediate profit and quick turnover. 


Shaft-Pierce Shoe Co. 


236 Third Street Faribault, Minn. 
Makers of Children’s Good Shoes for 35 Years 








a 


XX 
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“Over Fifty Years of Service” 


When Nothing Counts 
But Quality 


In that zero hour when the wearied 
firemen roll up their hose and you 
sadly survey the smoking ruins, there is 
only one thing that matters and that is 
the real value of your insurance poli- 
cies. In this time of test, cost is the 
last consideration—the only thing that 
counts is quality. 


Quality First-—Then Cost 


The wise buyer of insurance, the man 
who buys protection—looks ahead to 
this hour of test and makes quality his 
first buying requirement. He makes 
certain that the insurance will be good 
when the emergency comes. Then, as 
further evidence of buying wisdom, he 
buys where he can get the quality he 
demands, at the lowest cost. 


Central Offers Low Cost | 
Absolutely Sound Insurance 


That’s why Central policies are in such 
favor with the careful buyer. The 
company is absolutely sound, its poli- 
cies give the highest quality of protec- 
tion, it has a reputation for prompt 
payment of honest losses, and its divi- 
dends to its policy-holders represent an 
actual saving of 30% in insurance 
costs. 

We will gladly give further infor- 

mation about the kind of protection 


and the substantial savings that 
Central policies offer to you. | 


"Yo CENTRAL 


Manufacturers Mutual Insurance Company 
of Van Wert. Ohio. 


2 Jriendly 
company 





Fire and Automobile Insurance for Select Risks 
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B-680—Patent Leather ..$4.75 
B-68S3—White Kid ...... 5.00 


B-774—Patent ......... $4.50 
B-764—Parchment Calf... 4.75 
B-660—White Calf...... 4.75 


B 
: “Lark” 


66 9 
Clare 
B-733—Gun Metal Calf. .$4.50 
B-700—Parchment Calf 
(Brown Kid Piping).... 4.75 
B-708S—P atent Leather 
(Parchment Calf Piping). 4.50 
B-TSS—White Calf ..... 4.75 3-573—Black Satin...... $4.25 
B-572—Patent Leather... 4.25 B-238—Patent Leather 
B-575—wWhite Kid....... 4.75 B-232—Patent ......... $4.25 with Parchment Trim 


Cuban and Spike Heel 
B-236—Patent 14/8 Cuban 
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27 STYLES 
IN STOCK 





Goodyear Welt 
-565—White Calf...... 25.00 B-179—White Calf with 


\ 21/8 Heel 


B-258—Parchment Kid... 5.00 B-230—Black Satin...... 


New York Office: 612 Marbridge Bidg. 
B. W. MOYLAN 
Cleveland Office: 1598 Union Trust Bldg. 
A. F. JENKS 





ROCHESTER 


SHOES 





B-GS2—Patent .......... $4.50 
B-GS8S4—White Calf...... 4.75 
B-26S8—Parchment Kid... 5.00 


**Althea”’ “Araby” 


Goodyear Welts 


** Alfa’ 














White Grain Calf Trim..85.00 piv73-—patent ......... 
B-763—Parchment Kid... 5.25 
B-G59—White Kid....... 5.00 





*“Clare’’ 








eeeeeee 
eeeeeee 


















SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 


Oakland, Cal., Office: 424 Belview Ave. 
H. 8. KUSHINS 

Los Angeles Office: 107 East Sth Street 

Cc. E. VanDEGRIFT 


Chicago F a a Majestic Hotel 
Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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College Pietiiies on Programs 


of Ohio Regional Meetings 


O. S. U. Men to Address 
Sales Promotion Confer- 
ences This Month and 
Next 


CoLuMBus, OHIO (UTPS)—The an- 


nouncement is made by Secretary C. | 


E. Dittmer of the Ohio Valley Retail 
Shoe Dealers’ Association as an added 
feature at each of the six sales promo- 
tion conferences to be held in various 
places in Ohio in May and June, spon- 
sored by his association in conjunction 
with the Ohio Retail Clothiers’ and 
Furnishers’ Association and the Ohio 
Retail Dry Goods Association, that a 
speaker from the Bureau of Business 
Research of the Ohio State University 
will be on the program. 

Mr. Dittmer secured these speakers, 
who are recognized as authorities on 
retail business matters after a good 
deal of hard work. The speakers will 
talk on matters of sales promotion, ac- 
counting, losses, advertising and other 
pertinent matters. 


Dr. Spurgeon Bell, head of the de- | 


partment, will talk on “Forecasting 
Retail Sales” at the Dayton confer- 
ence, May 23. Dr. Thomas L. Kibler, 
on “Business Dynamics”; Prof. H. H. 
Maynard on “Retail Leaks and 
Losses”; Prof. J. B. Heckart on “What 
Should I Know From My Accounting 
Records and Why”; L. F. Grinstead on 
“Style Merchandise Promotion” and 
H. H. Shively on “The Development of 
Consumer Confidence in Advertising” 
as the other speakers and subjects. The 
conferences will be held at Lima, May 
24; Athens, May 26; Canton, June 7; 
Sandusky, June 9, and Mansfield, 
June 15. 


Stetson and Wise Take 
Stores in Salmon Tower 


New YorkK—In addition to Shoe- 
craft, Inc., which, as noted last week, 
will open a store in the new Salmon 
Tower Building on West Forty-second 
Street, now nearing completion, the 
Stetson Shoe Co., Inc., will have a re- 
tail store on the ground floor. The 
space taken by the Stetson Co. is quite 
large and the lease runs for a period 
of 10 years. 

The Wise Shoe Co. also has signed a 
20-year lease, at a rental of $1,200,000, 
for a store in the new Salmon Tower 
Building. This announcement follows 
close upon the Wise Co.’s rental of the 
A. Jaeckel Building at 384 Fifth Ave. 





“Gilda Grey,’’ New Shoe 


PiTTsBURGH (UTPS)—With the in- | 
auguration of their new line of shoes | 
“Gilda Grey” and registered | 


called the 
as such, the Parisian Bootery, 520 
Wood Street, devoted the entire display 
space of both windows to the showing 
of the new models and featured a 
mammoth enlargement of an auto- 
| graphed photo presented to the shop 
by the popular actress after whom the 
shoes were named. S. B. Levine, buyer 


tory sale on the new shoes. 


New Orleans Trade 
Halted by Flood 


NEw ORLEANS (UTPS)—The Mis- 
| sissippi River situation has practically 
killed all business in the shoe line. 





more critical than ever before. 

Business men no longer will talk of 
styles, and when a newspaper man en- 
ters their office they wish to discuss 
the flood situation. This has been the 
case for weeks, and will continue until 
the flood has passed this territory. 

Some of the shoe retailors hope the 
situation will clear a little as soon as 
the emergency spillway has been estab- 
lished seventeen miles below the city. 
Others think that business will not 
start to improve until after the crest 
of the Mississippi flood has passed the 
doors of New Orleans. 

Up to the present there has been no 
more reason for alarm than in 1922, 
the largest previous river stage. The 
crevasses up the valley have put a 
damper on all work. Sales of shoes 
have been very small, and from them 
| the styles cannot be judged. 








| Install Air Cooler 


| MIAMI, FLA.—Summer shopping will 
| be comfortable in the Cowen-Nankin 
Shoe Stores, Inc., here, because of the 
installation of an Arctic Nu-Air system 
for cooling their main store at 59 East 
Flagler Street. 

This system, patented about six 
months ago, already is in use in many 
theaters and mercantile establishments. 
The system forces outdoor air through 
the store with the velocity of a 28-mile 
an hour breeze, 28.000 cubic feet of 
outside air being drawn into the store 
every minute, completely changing the 
atmosphere in the store every three 
minutes. 

Cowen said, cost 





The system, Mr. 
$2,000. 


Shoe Merchants News 


in the Boot and Shoe Recorder 





for the shop, reports a very satisfac- | 


The | 
situation at New Orleans has been | 








EVERY WEEK 


St. Louis Dept. Stores 
Do Big Shoe Trade 


St. Louis—Warm weather and sun- 
| shine greeted the week enging April 


| 30, which had its stimulating effect on 


the retail shoe business. All merchants 
were of the opinion a protracted spell 
of this kind of atmosphere would make 
the business take a decided upward 
turn. 

Saturday, April 23, was the event 
wherein two of the largest department 
stores held their annual spring sale, 
using approximately 45 pages of news- 
paper advertising in their special offer- 
ings for the day. These stores jammed, 
packed and crushed the customers in, 
which of course included the shoe de- 
partments. But their success is the 
reverse in exclusive shoe stores, which, 
as in the past, suffer severely on these 
days. Little or no business was done 
in regular shoe stores. All attention 
is focused by the buying public on the 
two department stores and scarcely a 
look-in is given shoe stores. 

With the exception of three stores 
which reported good business on Satur- 
day, all stated they had a terrible day 
as compared with other Saturdays. 

In the style field patent slipped 
slightly. Figures will show about 55 
per cent colors and 45 per cent patents; 
some continue to show an even break 
between colors and patents. 

Operators are still optimistic regard- 
ing colors. All they plead for is sun- 
shine, which they believe will dispose 
of colored kid shoes. Certainly none 
have cut or do they intend to, at least 
for the present. Gray has proved, as 
always, “not so good.” Some induce- 
ments are being made on this shade to 
reduce the stocks. They are selling. 
but only “spiffs” and cutting the mer- 
chandise has had the desired effect. 

Sandals are strong and more pro- 
nounced than in previous weeks. Not 
a few merchants report fair demand 
for light green. Red has been side- 
tracked in the high color field. 


Michaels Off to Europe 


NEW YoRK—Joe Michaels, “emperor” 
of the women’s and children’s shoe de- 
partments at Saks-Herald Square, 
sailed last Saturday, April 30, aboard 
the Leviathan for another of his pe- 
riodic trips to the style centers of 
Europe. Probably in honor of Mr. 
Michaels the Saks windows at the cor- 
ner of Broadway and Thirty-fourth 
Street blossomed forth with one of the 
largest shoe displays ever made here. 
Three entire windows were devoted to 
shoes, one to street footwear, another to 
shoes for active sports and the third to 
the sports on-looker type. Among the 
street shoes presented was a new semi- 
sandal made of shantung silk colored 
— embroidered vamp and colored 
heel. 
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A Quality Quartette 
In Stock 





Stock No. 7927 


Stock No. 7905 
Send Patent Strap 


Patent One Strap 


White Pyramia Trim Slide Buckle 
Rubber Heel for Covered Heel 
Flexible McKay Flexible McKay 

Price $3.35 Catalog Price $3.75 





Stock No. 7817 
Black Kid One Strap Parchment Elk Sport Oxford 

Goodyear Welt Sauterne Elk Trim 
Rubber Heel Gristle Sole and Heel 
Price $3.50 Price $4.25 

Same Style Patent 

Stock No. 7818 

Price $3.50 


Stock No. 7615 


Listen to Our Broadcasts Every Tuesday Evening 
at 8:30 from Radio Station WCSH, Portland, Maine 


A. H. BERRY SHOE CORPORATION 


Portland, Me. 186 Lincoln St., Boston, Mass. 
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White Shoes Now in Production 
for Delivery aie May and June 


Patent Leather Sandal Out- | 
put Still Holds Up Well in 
Lynn, However 


LYNN—Sandals of patent leather 
continue to lead in many Lynn lines. 
Patterns range all the way from san- 
dals that are scarcely more than open 
shank pumps to the skeletonized san- 
dals. Many are black all over. Some 
have trims of gingham or other in- 
definite checks. Patent is also made 
up into simple pumps of opera and 


strap models, and often is piped in 
black and white, or trimmed with 
colors. 


Whites are going well for May and 
June deliveries. Strap models lead in 
whites, and there are some tie patterns. 
High hues of leather are shown in tie 
patterns, and the wide ribbon fasten- 
ings are of colors to match the high 
hues of the leather. These are garden 
party shoes, and some of them are for 
June weddings. Brides, of course, will 
wear shoes of white. 

Sport models reveal the tan hues 
strong. Some are trimmed with suédes. 
Reptiles continue in use in both sport 
types and dressy street models. Count- 
try club oxfords for porch wear have 
fancy fronts and cut-outs. 

Vamps show a tendency to lengthen, 
some now being of more than three 
inches. They open the way for the 
high oxfords, the kind with the seven 
eyelets, that are expected to lead in 
the fall. As vamps are lengthened, 
toes are narrowed. Heels continue to 
range from 8/8 to 24/8. The Java 
heel is mentioned as a new one. 

Various ideas are active. A number 
of Lynn firms are stamping their shoes 
to show the method of making them. 
The stamp is plainly visible on the 
shank or the forepart. It calls atten- 
tion to the construction of the bottom 
of the shoe, which is the most impor- 
tant part in the opinion of many 
manufacturers. 


Waists Are Larger 


LYNN—Waists of women’s feet are 
getting larger, according to Abraham 
Goodwin of the Lynn Last Co. His 
measurements of lasts show an increase 
in the girth of waists. This increase 
may be accounted for in part, Mr. 
Goodwin says, by the fashion of high 
heels, which thrust waists forward and 
upwards, and, also, by the fact that 
women’s feet are plumper, having taken 
on more flesh through the long wearing 
of low shoes. 





Tanners Report 
No Let-Up 
Leather Buying 


F. E. pram Shoe Co. Moves | Gallun Preparing for Browns 


NEWBURYPORT—The F. E. Adame 


Shoe Co., for the past five years lo- | 


cated in Seabrook, N. H., and earlier 
in Haverhill, is this week taking over 
factory space in the Burley & Stevens 
Co. plant, Victory Street, this city. The 
Adams firm is prominently identified 
with women’s turn shoe production, 
making a high grade line of footwear. 
The firm employs approximately 200. 
At the local plant, the Adams firm will 
utilize approximately 25,000 square 
feet of floor space, with additional 
space available for any expansion that 
may be desired later. Extensive im- 
provements and alterations are being 
made to the plant to meet the needs of 
the company. 


Large White Volume, Says 


Milwaukee Manufacturer 


MILWAUKEE—“There will be a larger 
volume of business done in ladies’ white 
footwear this summer than there has 
been in recent years,” said Fred A. 
Mayer of the F. Mayer Shoe Co., in a 
recent interview. He is basing his pre- 
diction on the heavy demand for whites 
which is now being experienced by the 
Mayer company. According to him 
the trade is asking for white shoes as 
they have not done in recent years. 
White trimmed footwear is also in de- 
mand, the favorite combination being 
black and white. For immediate busi- 
ness, black patents are selling in great- 
er volume now than they have been this 
season, while the colored shoes are eas- 
ing up. The high-riding single strap 
is leading. 

Blacks continue very strong, accord- 
ing to H. A. Unke of the Harsh and 
Chapline Shoe Co., and in the colored 
shoes for men, the light and medium 
tans are selling best. All the tans 
being sold are novelty, snappy models 
for summer. 

The colored kid business in ladies’ 
footwear is practically over, according 
to M. J. Noll of the Noll Shoe Manu- 
facturing Co., who said that the plant 
has orders thirty days ahead and not 
one of them calls for light colors. The 
demand from the trade is now centered 
principally on black patents, some black 
calf and kid, and dark brown shades. 
Mr. Noll said that he had not noticed 
any special impetus to the white foot- 
wear business and is anticipating only 
a normal volume on whites. 





and Reddish Browns for 
Fall and Winter Season 


MILWAUKEE—This has been an un- 
usual year for the tanning business ac- 
cording to a report from the A. F. 
Gallun & Sons Co., tanners, at Mil- 
waukee, due to the fact that the busi- 
ness has held up well every week, and 
at the present time when it usually is 
dull, the business is holding fair and 
shows signs of increasing. 

The whole range of colors has been 
selling well at the Gallun plant and 
blonds are especially good. Parch- 
ments have been the leaders in the 
blond shades but all others have been 
moving. There was a good demand for 
sandy tan, a blond shade which is con- 
sidered an off-color. 

The trend for fall is toward the dark- 
er shades and the company is getting 
ready to turn out brown shades and 
some with reddish tinges. 

Even though manufacturers and re- 
tailers in the shoe industry report that 
black patents are the principal shoes 
moving, the Gallun company has not 
felt any effect of it and has moved out 
its stock of leathers which had been 
made up for spring. In fact, so 
anxious were manufacturers to get the 
light shades of leathers that they were 
wiring orders to the company. 

The tanning business at the Gallun 
plant looks good for the fall accord- 
ing to the officers. 





Honor for Former Shoeman 


NEWBURYPORT, Mass.—The many 
friends of Boyd B. Jones, formerly 
connected for nine years with the 
Nathan D. Dodge Co. of Newburyport, 
will be glad to learn of his success in 
the legal field. Mr. Jones left the shoe 
business some years ago and completed 
his study of law at Boston University, 
having previously spent two years at 
the Harvard Law School. He has 
lately been admitted to the firm of 
Jones, Lawton & Jones, of 35 Congress 
Street, Boston, Mass. 


H. T. Wright to Talk 


New YorK—Harry T. Wright, vice- 
president of the London Shoe Company, 
Brockton, Mass., will address the New 
York Society of Accountants at a meet- 
ing to be held Tuesday, May 10, at 8.15 

p.m. on the subject of “Accounting in 
the Shoe Industry.” 
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| I think so well of this shoe that I’m devot- 
| ing a whole page to its presentation. This 
| Nanette Sandal has everything that a san- 
(| dal should have for the current demand. I 
| pick this style without hesitation, and with 
1! high expectation of a phenomenal run. 

|i Yours—Geo. M. Rosen, Gen’l Mgr. 
| 


MERCHANTS 


57 Lincoln Street 











Nanette 


No. 7702—Patent, with White 
Kid Underlays—20/8 Spike. 
No. 7703—Same, with 14/8 
Cuban. 

No.7704—W ith narrower “New 
York” toe, 18/8 Spike. 
No.7705—W ith narrower “New 
York” toe, 14/8 Cuban. 


$4.60 


Genuine Hand Turned. An un- 
usually good fitting shoe. In 
Stock A to C, for immediate 
delivery. 


« 
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SHOE COMPANY 
BOSTON, MASS. 
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Rosenwasser Brothers 
Start Liquidation 


NEw YorK—Rosenwasser Brothers, 
Inc., Long Island City manufacturers 
of shoes, slippers, leggings and gaiters, 
announced plans for liquidation last 
week and the finished merchandise, raw 
materials and machinery will be sold 
privately and later through Van Praag 
& Company, auctioneers, about the mid- 
dle of May 

Rosenwasser Brothers have been in 
business about 35 years, beginning in 
a small way on lower Broadway, New 
York. In 1914, the present six story 
factory building was built 
Island City. The company has built 
up an extensive business on several 
brands of merchandise in gaiters, leg- 
gings and shoes for men and boys. It 
was a big factor in supplying shoes to 
the army during the war. 

Morris Rosenwasser, who has headed 


in Long | 


the company for several years, is retir- | 


ing to devote all his time to the real 
estate business. A number of smaller 
companies are being organized to take 
over parts of the Rosenwasser business. 
Leo Rosenwasser and Charles Haas 
have incorporated as the Rosenwasser 
Shoe Company to take over the over- 
gaiter and legging part of the busi- 
ness. 


A New Woodbury Firm 


The Woodbury Shoe Manufacturing 
Co. of Derry, N. H., a new concern, has 
taken over and will carry on the shoe 
manufacturing business at Derry, 
N. H., which was conducted for many 
years by the Woodbury Shoe Co. of 
Beverly, Mass. The new concern is 
made up of C. H. Daniels, president; 
C. B. Taylor, Jr., treasurer, and F. L. 
Wallis, vice-president. Mr. Daniels 
was formerly with A. G. Walton Co., 
shoe manufacturers, of Chelsea. Mr. 
Taylor was with the First National 
Bank of Boston. Mr. Wallis has been 
superintendent of the factory at Derry 
for many years. The new firm will con- 
tinue the manufacture of smart style 
shoes for women. 


Device to Determine Treads 


LYNN—MeNichol, Taylor Co., last 
makers, have a new device for deter- 
mining the treads of shoes to a very 
fine degree of accuracy. The ball tread 
line of the shoe advances as the height 
of heels is increased and this new de- 
vice determines the true tread of both 
heels and ball lines. It is one of a 
number of devices to test lasts so as to 
be sure that they are proper fitters. 


Lou Hart with Forbush 


New York City—Lou C. Hart’s 
many friends (and no shoeman has 
more than he) will be pleased to know 
that on May 1 he became connected 
with the Forbush Shoe Co. of North 
Grafton, Mass., and will represent them 
in New York, Boston and Philadelphia, 
with headquarters in New York. 











Berkshire Plant Enlarged 


Ho.uiston, Mass.—The Berkshire 
Footwear Corporation, makers of hand 
sewed moccasin play footwear for the 
family, have recently added space in 
their factory which gives them an 
added capacity of 50 per cent. This 
firm has been steadily growing, and 
within the past three years has in- 
creased its capacity 300 per cent. 





Thomas to Continue 
Production at Boyden 


Newark, N. J.—In connection with 
the purchase of the assets of the Boy- 
den Shoe Manufacturing Co. last 
| week by Evan W. Thomas, preliminary 
plans are announced for ‘the reorgan- 
ization of the company. The name of 
the new company 
later. 

It is Mr. Thomas’s purpose to thor- | 
oughly reorganize this business, retain- | 
ing in a large measure the present 
organization, including Harry _ Fleu- | 
chaus, general manager; W. E. Wilson, 
Southern representative, and S. 
Storms, superintendent, formerly of the 
A. E. Nettleton Company, Syracuse, 
» 

Mr. Thomas said: 

“The business will be properly fin- 
anced and the reputation of the Boyden 
Shoe Mfg. Co. for making men’s fine 
shoes will be upheld, endeavoring to 
give the best that can be produced. The 


f 
N. 


will be announced | 


Fall Shoe Samples Being 
Made in Boston Factories 


BostoN—Shoe factories of this sec- 
tion are fairly busy on late spring and 
summer orders. Upper leather houses 
report a stronger demand. Shoe manu- 
facturers are in cheerful mood as to 
the business outlook for early summer 
and fall business. Salesmen are now 
in their territories, with samples of the 
new creations for September and the 
months just ahead. 

In men’s shoes for fall, 
leathers, in a proportion of about 
per cent black to 50 per cent tan, are 
| being shown. In women’s shoes for 
| fall there is a decided swing to walk- 
| ing types, with lower heels. For these 
| types, several kinds of leather are be- 
| ing offered, with plain colors, in shades 
of tan. 

In the “dress-up” shoes for womer., 
patent leather, black satin and moires 
| in silks and colors, in a wide range of 
| light colors, including white, are of- 
fered for immediate buying. Every- 


heavier 
50 





| where in sample rooms white is dis- 


| 
| 


} men. 


| played in renewed prominence, in san- 
dal, strap and pump patterns for wo- 
men; in strap and fancy tie effects for 
children, in kid, calf and canvas; and 
in white buck with attractive trims for 
Of all the patterns presented in 
women’s shoes, the one-strap is strong: 


lest in the demand. 


firm will be in a position to give the | 


best of service. It is the intention of 
the new organization to carry a stock 
department of staple lines for the con- 
venience of our customers.” 





New One-Strap Pump Can 
Be Made Also in Tie 


To take care of the demand for patent 
leather shoes, the Stetson Shoe Co. has 
creased an innovation in shoes for 
women. This style is called the Stet- 
son Snappy Two-Ways. It is a light- 
weight welt with a 15/8 covered heel. 
It is made in patent leather and may 
be worn either as a Stetson Snappy 
Tit with a ribbon bow or as a Stetson 
Snappy Strap with an adjustable strap. 
Each pair of shoes comes equipped 
with an adjustable strap and a pair of 
ribbon laces. 

The pattern is so designed that by 
use of two metal loops either the rub- 
bon or the straps may be quickly in- 
serted, and the adjustability of both 
the ribbons and the straps permits 
perfect fit across the instep as well as 
at the heel. When worn with the bow 
the shoe gives the effect of a cut-out 
open front tie; with the strap, it ap- 
pears as a cut-out one-strap. 





London Plant Busy 


BrocKTtoN—The London Character 
Shoe Co. of this city is working at full 
production, with some of its depart- 
ments working overtime. Manager 
Harry T. Wright says that orders on 
hand give indications of a capacity out- 
put for the entire summer, and well 
into the fall. 


To Open New Shoe Plant 


LOWELL—The E. L. Thomas Shoe 
Co., Haverhill, is planning on early oc- 
cupancy of the factory at 71 Broad- 
way. The Thomas firm manufactures 
women’s McKay novelties and has a 
daily capacity of 30 cases. The busi- 


| ness was first established in Haverhill 





six years ago at 115 Essex Street, later 
moving to 476 River Street, where the 
business until recently was conducted. 
Some change of organization is re- 
ported when the transfer is completed. 





Bourque Not to Move 


HAVERHILL—The Bourque Shoe Co., 
makers of McKay novelties, have re- 
scinded their decision to remove to 
Auburn, Me., and, as the result of a 
compromise with the Shoe Workers’ 
Protective Union, will continue busi- 
ness here. The announcement by the 
firm of plans for removal to Maine 
quickly resulted in conferences between 
representatives of the union and the 
firm. Price concessions granted by the 
union were responsible for the firm 
signing a one-year contract with the 
S. W. P. U. The members of the firm, 
Leroy Bourque and Joseph Bourque, 
expressed great satisfaction with thc 
settlement. The concern employs 100. 








Whites in Better Grades 


HAVERHILL—The  Bradley-Goodrich 
Shoe Co., Inc., is one of the prominent 
local turn shoe plants now engaged in 
the production of white kid footwear. 
The firm is having a good run on this 
class of merchandise and is turning out 
some smart strap and pump effects. 
The white kid run generally throughout 
the city is not equal to other seasons 
and is largely restricted to the better 
grade turn plants. 
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MARTINS To the Trade:— 
Be Certain the Leather 


in your Shoes is 


GENUINE 
SOFT ¢ TOUCH SCOTCH GRAIN 


There Is Only One Genuine Scotch Grain 


ORIGINALLY INTRODUCED AND MADE ONLY BY— 


W. & J. MARTIN GLASGOW, SCOTLAND 


All Others Are Imitations 





“MARTIN'S SCOTCH GRAIN"’ has been proved reliable for wear and good 
appearance. 
Specify ““MARTIN’S SCOTCH GRAIN” for your shoes and retain the good- 


will and confidence of your customers. 














Certain Facts 


are still unknown about New York. 
. For instance, many travelers think 
The trend of SHOE Quality Buckles that a trip to New York means big 


styles is strongly BUCKLES re mocessary expenses. They, of course, have 
in favor of — - for Quality never enjoyed a visit to the popular 


Small Buckles Hotel Martinique where 





Economy 


1068 , is part of the perfect service, com- 
Size 3 ‘Inch : A fortable accommodation and splen- 
did food afforded by this modern 
hotel. And as for 


Size % Inch Convenience 


335 
Size 4-34 Inch The Martinique is located in the 
very heart.of the city—“a few min- 
J utes from everywhere.” On your 
Anchor Brand next New York visit, let us prove 
Elite to you that you can enjoy “the best 
1975 SHOE 1971 without extravagance” at the Mar- 


Size % Inch Buckles Size % Inch tinique. 


Comprise a very complete and 
comprehensive line HOTEL MARTINIQUE 
Manufacturers are invited to send for samples. Affiliated with Hotel McAlpin 
NEW BRITAIN, CONN. NSW YORK CITY 
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PRODUCT 
OF 


Be fussy about 


your Sock Linings! 
TUFSKIM clinches sales and gives 


your customers a special sock lining 
which has many advantages. 


It lays perfectly smooth with no wrinkles. 
Its fast color will not discolor hosiery. 


It is cool, clean, washable and protects the 
foot from irritating tanning chemicals. 


Made in all grains and colors. 


A word to your manufacturer puts 
Tufskim in your shoes. 


Heel Pads In th sale 
Sock Linings aap i 


Fish Backs { plain or felt backed. 











RESPRO INC. — Providence, R.l. 
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WHERE TO BUY 
Men’s Shoes 








Richards & Brennan Co., Randolph, Mass. 








BORTY for Men 


WHITMAN, MASS. 


---------  ----- 


COMMONWEALTH SHOE & LEATHER CO. 


NIANS 











Che 
Go: ’P>hoe 


FOR MEN 





Carried Stock 
at 
ll — Laaaet 
CO-OPERATIVE 


BOOT & SHOE 
—— 





Brochnn Mass. 

















HENRY LILLY 
110 Duane St. 





New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 


Co. 








——-~ 


Tue 


SHOE 


PR 
OO 











H. W. COOK, Presiden 
Syracuse, N. Y., U. S. 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


MEN’S FINE SHOES EXCLUSIVELY 


t 
A. 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 











ing profit. 

I think I would find a middle 
ground and camp right there. And 
I think I would have about all the 


that policy. 


I would read all the magazines and 
style publications to see what was 
being printed about styles and ma- 
terials. 


lic says and thinks. I would find 
out what other merchants were do- 





| ing. I would watch the great leaders | 


in the business and see what their 
| actions indicate. If they seem to 
| tend toward a lower price range I 


| would keep right in line. 


I would study the advertisements | 


of the outstanding merchants in all 
lines—shoes, hats, clothing, food- 
stuffs, ete. That would be my guide 
in all that I placed on my shelves and 
in putting prices on the goods. 

If I saw the great shoe stores of- 





fering shoes at an average of $8 to 
$10 that would be my policy, too. 
But I would not stampede into any 
cut price orgy simply because some 


tion. Neither would I slam on an 
extra dollar profit because the big 
one did it. 

It is all right to say “I will run 
my own business to suit myself.” 
That sounds fine and dandy as a dec- 


range of prices consistent with a liv- | 


business I could handle if I adopted | 
I would let the other fellows have | 


| the extremes in low and high prices | 
| and be content with the middle part. | 


Especially, I would try to | 
find out what the great buying pub- | 


big fellow had a bad case of indiges- | 


Here’s What I’d Do if I Were 
a Shoe Merchant 


[CONTINUED FROM PAGE 39] 


laration of independence. But it will 
not work out in actual practice. No 
man can afford to ignore the doings 
of others. No merchant can afford 
to play a lone hand—to go it free 
lance. The day of the “lone bandit” 
| is past. Today there must be or- 
ganization even in banditry. 

I would keep foremost in my mind 
the thought that the American peo- 
ple are a reading people. They 
know exactly what is going on. I 
know that I could not fool them very 
long. 

Above everything else, I think, if 
I were a shoe merchant, that I would 
right away begin to build a business 
on children’s shoes. Right there is 
| the greatest opportunity for sub- 
stantial growth. Since the above 
| sentence was written many babies 
| 
| 


| have been born into this world— 
barefooted. While you have been 
reading it, many boys have suddenly 
grown into manhood and many little 
girls have stepped out into full- 
fledged womanhood. 

I know that I would be the winner 
if I had won the hearts and minds 
of that coming generation—genera- 
tions is a better word. 

An old sport in a great city once 
said: “Get ’em young, treat ’em 
rough and tell ’em nothing.” That 
was about the most wrong-idead 
statement the human brain ever con- 
ceived. 

“Get ’em young, treat ’em fine and 
tell ’em everything.” That’s a better 
platform on which to stand. 








Dallas Shoe Row to Lose 


One of Oldest Members 


DALLAS, TEX. (UTPS)—“Shoe Row” 
as the west side of Elm Street between 
Murphy and Akard is known because 
fourteen shoe houses are located on one 
side of the street in that block, is going 
to lose one of the oldest of its members. 
The Kahn Shoe Store, one of the largest 
retail shoe houses in Texas, has had to 
give up its lease, probably because of 


able, and will move to another section 
of Elm Street which is rapidly de- 
veloping into a shopping center. With 
Kahn gone there will be but thirteen 
shoe houses on the West side of Elm 
Street in that particular block. 

The shoe retailers making up 
row” in Dallas at present are Rude’s, 
Volk’s, Kahn’s; Douglas, Walkover. 
Teader, Kinney’s, Newark. Zesmer’s 
Smart, United, Popular, the Slipper 
Shop ‘and Emerson’s. In the block 
north of Murphy on the west side of 





“shoe | 


Elm are > ten shoe houses, while in the 
block south of Akard on the same side 
of the street are five more. 

It is understood Kahn’s will locate 
in the Athletic Club district which is 
adjacent to the theater district and al] 
the big down town parking houses. The 
new location, too, will be convenient to 
most street car and interurban lines of 
the city. It is a district which is 





higher rents than it thought reason- | 





fapidly filling up with large retail 
stores and is destined to become “the 
shopping center” of the city. 

Kahn is staging a “removal sale” at 
present. This sale has been extensively 
advertised. Everything in the house is 
being offered at reduced prices. The 
Kahn store carries nothing but the 
highest class of merchandise. 


Forbes in New Location 


New YorK—The Forbes Shoe Co., 
Inc., has moved from its former ad- 
dress to 202 Greenwich Street (near 
Vesey). The phone number of this 
company is 5344 Cortlandt. 
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Merchants Meet Weekly 


Washington Sets High Example to Trade 





The aftermath of staging a big 
successful convention like the Mid- 
dle Atlantic States, held last Janu- 
ary, is usually a letting down of 
local association work. ‘Enough is 
enough,” being the typical thought 
of the active participants who, hav- 
ing worked like Trojans in putting 
the affair over, feel that a recess is 
now in order. With the Washington, 
D. C., Shoe Retailers’ Association, 
the importance of continuing their 
close, intimate, personal contact was 
realized. It so happened that Ed- 
win Hahn and Henry A. Hirsch 
chanced to ride downtown together 
a few days after the big show. Sud- 
denly the idea flashed into their 
minds that by holding weekly in- 
formal luncheons, their association 
would be greatly benefited. 

In developing this idea, successful 


organizations like the Rotary, Lions | 


“If these societies, with their varied 
interests, can materially help one an- 
other, why can’t we shoemen do like- 
wise? Across the luncheon table we 
can discuss matters vital to our busi- 
ness in a very ‘homey’ way. This 
will not interfere, however, with our 
regular evening meetings, which we 
plan to hold during the year,” was 
the thought they gave the Executive 
Board. 

“Wonderful!” said the Board; 
“let’s go to it. Furthermore, we 
can establish a more definite pro- 
gram that will effectively promote 
the good and welfare of the Asso- 
ciation, and will establish a closer 
spirit of cooperation.” 

The Washington group of shoe- 
men have had a going association 
for many years, having regular 
meetings several times a year and 
an Executive Board that gets a 90 
per cent mark for attendance. A 
substantial part of its members are 
also members of the Middle Atlantic 
Retail Shoe Association. Prominent 
shoemen of the District have given 
fully and freely of their time and 
knowledge in making this local asso- 
ciation the continued success that it 
has been. At present the officers 
are: Henry A. Hirsch, president; 
Arthur Burt, vice-president; Edwin 
Hahn, secretary; Isaac Nordlinger, 
treasurer, together with a very effi- 
cient and active Executive Board. 
Going back to the weekly noon 





| 























Henry A. Hirsch, 
President of the Washington, 
D.C. Shoe Retailers Association 


meetings, these are being held each 
Friday in a centrally located hotel, 
and are getting more interesting as 
they progress. There are no set 


| speeches or any outside guests at 


the gatherings, which last one short 


hour, beginning promptly at 12.30. | 


and Kiwanis Clubs came to mind. | 4 cordial welcome awaits visiting 


shoe merchants at these informal 
meetings. The weekly mailed notice 
of the meeting tells of the subject to 
be discussed, so that all may come 
prepared to speak their little pieces, 
or to learn how and why the other 
fellow does things. 


Discussion on the subject that is | 


“up” starts with the soup. Each 
man lays his cards on the table, face 
up. If a store’s records are needed 
to illustrate a point, the records are 
produced and exhibited. That’s the 
way they do—meet on the square, 
and all that sort of thing. They are 
not business rivals or competitors 
in any sense of the word, but com- 
rades fighting together the good 
fight in getting more shoes sold 
right and at a profit. 


Stetson to Open Store 
In Philadelphia 


PHILADELPHIA—The eighth in the 
chain of Stetson Shoe Shops will be 











opened here about June 1 at 1604 | 


Chestnut Street. 
Co. has taken a 15-year lease on the 
entire four-story building at this 
location. The store itself will oc- 
cupy the ground floor, 25 x 145 feet, 
and a basement of similar size. C. 
R. Field, formerly manager of the 
Stetson shop at 5 East Forty-second 
Street, New York, will manage the 
new Philadelphia store. 


The Stetson Shoe 








WHERE TO BUY 
Men’s Shoes 










STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot to Be Stetson 
to Be Snappy” 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 








Te onftoe 


50 STYLES IN STOCK 
Ready for Delivery on the Dot 


EMERSON SHOE MFG. CO. 
Rockland, Mass. 





















HAND LASTED 


BIon F-REYNOLDs Co-~s, 
BROCKTON, MASS. 











WHERE TO BUY 
Standard Shoe Materials 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 
CREESE & COOK CO. 
Tannerles at Danversport, 95 South St., Boston. Mase. 

















Strong and Flexible 


Counter Board 


© 
STERLING Made from 
a os Long Fiber 
ae by 


The Sterling Fiber Board Co. 
Sales Office, 501 Fifth Avenue, 
New York 


est Virginia 


Adds to the Wearing Quality 
of the Shoe. 
Ww he ge tay bee 
estVirginia Pulp aperCompan 
Detroit New York PCalecee y 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 








PARISTYLE FOOTWEAR MFG. CO., INC 
41-45 Washington Ave., Brooklyn, N. Y. 


New York Office, Room 1116, 1328 Bway 
a a, a ant D’ORSAYS 











Men's Ail Leather House Slippers 
Ks 
G@eiden Brown Kié 


E 


haenonged os 
ROTH 4 ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 













O° the Berter Grade 
Fo: the Better Trade 


<" Wii ae yw ul i 
Co. snc. 








Novelty Slipper Co. 
Makers of 


Boudoir Slippers of the 
Better Kind 

















121-131 West 19th Street 
New York City 
The Quality 
per Gy: 
RED BLACK TAN 
wan Shoe Co., Baltimore, Md. 
G8-56 Garden 5St., nae ge N. Y. 
Nevelty Mules—D’ Oreaye fer the 


fo otole is 
Pullman Slip, 
Brass Bros. & Feinroth, Inc. 

















WHERE TO BUY 


Shoe Ornaments 





Black Satin Shows Gain 
in Haverhill Production 


HAVERHILL—Seasonal dulness marks 
the local industry. Production is for 
immediate absorption in most cases, 
with but little business contracted 
ahead. Salesmen who went into their 
territories after the Easter trading 
period report some improvement in re- 
tail conditions, but that -extreme con- 
servatism is marking all buying. Turn 
factories cutting whites, notably kid, 
and the McKay plants making the bet- 
ter grades, are furnishing the major 
activity of the moment. Some business 
on men’s slippers, which annually fea- 
tures the summer run, is reported in 
prospect in a few instances. There is 
still a predominance of black footwear 
in current production, with satins 
showing added strength. The satin 
vogue runs to plainer effects than those 
which featured early season. One- 
straps and pumps are the big sellers. 

Oxfords in various patterns are put- 
ting in their appearance, with numer- 
ous new styles carrying the high 
fronts. Step-ins with invisible gores 
also are still popular. These numbers fill 
in many lines, although second to plain 
pumps and strap patterns. Less trim- 
ming is used on the late season shoes, 
although the higher grade footwear is 
ornate in many instances with per- 
forations and pipings. 


Appoints Committees 


MILWAUKEE, WIs.—Charles Collar, 
president of the Milwaukee Shoe Re- 
tailers’ association and chairman of the 
1927 convention of the Wisconsin Shoe 
Retailers’ Association has appointed 
Clarence Newell, Waukesha; Eugene 
Meyer, Watertown, and Harry M. Bala- 
ban, La Crosse, as members of the con- 
vention committee to serve with the di- 
rectors of the Milwaukee association. 

A meeting was held at Appleton with 
the officers of the State association who 
could not attend the Milwaukee meet- 
ing, to go over the convention plans. 
The dates which have been set, Aug. 
2, 3 and 4, were satisfactory to all of 
the State officers. 

It was decided to let the traveling 
men handle the style show in connection 
with the convention as they are also 
handling the booths. Admittance to 
the style show will be by ticket and 
every retailer will be given a supply of 
tickets for his customers. The show 
will be free but it is believed that if it 
was open to the general public there 
would be too large a crowd. 


New Hazzard Store Opens 


HAVERHILL—The 165th store in the 
chain of the Hazzard Shoe Co., retail 
shoe stores, was opened at 126 Merri- 
mack Street, this city, Easter Satur- 
day. The store was installed in the 
record time of four days, and opening 
day witnessed full stocks. Men’s and 
women’s turn and welt shoes for the 
five Main factories of the company are 
featured. Shoes of $4 value are fea- 
tured and a heavy Easter business on 











these numbers was reported. 











Changes Background 


CLEVELAND, (UTPS)—A _ change 
from brown to gray background in the 
front dispay windows, has increased 
their drawing power according to R. B. 
Howe, manager of the Euclid Boot 
Shop, Euclid and East 55th Street. 
Gray seems to be better adapted for 
contrast with the general varied line 
of shoes as displayed at this store. 





New Store in Glendale 


GLENDALE, CAL.—N. C. Smith, for- 
merly in the retail business in Glen- 
dale, is opening a new store which he 
will call “The French Slipper Shop,” 
at 213B North Brand Boulevard. Mr. 
Smith is well known to the people and 
will no doubt soon re-establish himself 
in the trade. He intends carrying spe- 
cialty lines in grades that will appeal 
to the popular fancy. He has fitted up 
a handsome little shop in French gray 
with handsome window display. He 
opened his place on April 2 with a 
very satisfactory beginning. 





Exceptional Demand for 
Sport Shoes in Brockton 


BRocKTON—Production begins to show 


| a noticeable slackening in several of 


the factories, particularly in the plants 
devoted to the manufacture of the job- 
bing trade footwear. In-stock depart- 
ments have had a good call for imme- 
diate deliveries, and this fact has kept 
some of the larger shops running fairly 
well, for salesmen’s reports during the 
past fortnight have been none too 
cheering. 

It will be a good summer for sport 
wear if the exceptional advance call is 
an indication. There is a keen demand 
for bucks and bucks with tan trim in 
men’s lines. Women’s whites are pop- 
ular, and a desire for low heels for 
women is very manifest. 





A. E. Burns Co. Enlarging 


Detroit—A. E. Burns Co. is again 
indicated as one of the fastest growing 
shoe concerns in Detroit by another ad- 
dition to their sales room. The store 
at 211 Grand River Avenue West is 
now being fitted for an exclusive men’s 
shoe department and will be opened 
about the middle of May. This will 
release considerable space for the wo- 
men’s department, and at the same 
time relieve the crowded condition of 
the men’s department. 

The A. E. Burns Co. has recently in- 
stalled a hosiery department in their 


‘basement store in addition to that on 


the main floor. 

Mr. Burns’s belief in his location is 
evidenced by the fact that he has just 
signed an 80-year lease for the building 
he occupies. 





Open Basement Dept 


Detroit—Bedell’s, 1249-59 Wood- 
ward Avenue, has opened a downstairs 
shoe department in addition to their 
shoe department de luxe on the second 
floor. All styles and types of women’s 
footwear are featured at one price, 
$6.60, in the new basement department. 
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RTH URL GG che 
nge Bad Dope, Says Uncle Dudley 3 WHERE TO BUY 
ised HE other day I went to lunch at a place where a great many shoe men 2 . , 
. B. eat regularly. Right behind me, seated at a table with some more young = Childr ens Shoes 
_ fellows, was one of those loud-mouths. He was telling the others what a z 
for smart guy he was and how he “bulled” people into buying spiffs. I don’t = 
line eavesdrop as a rule and I hate a man who is always listening in on some- : 
s one else’s conversation. But I could not help overhearing what this smart = we ELAM ed 
: Alec was saying. His bragging could have been heard two or three tables : FlexibleTurn Shoes 
: — : For the Jobbing Trade Exclusively 
E e said among other things: “I sure did put it over a jane today. She : 
= E was from out in the sticks some place—a regular hill billy. I sold her three = | we nn Hg ie co. 
he pair. She said she didn’t get into town often and that she had to buy a Boston Office, 183 Essex Street 
Nag long ways ahead. So I just handed her two P. M.’s and one new one. I had 
ir. to give her a six, a six-and-a-half, and a seven but she'll never know the diff. fer 
< I made one fifty-five on the deal. Tell me, feller, have you done anything : Vag sionitdiaaalsati piciegs: 
De- aa buasaill | WHERE TO BUY 
2al The replies were so low I couldn’t hear them, but there didn’t seem to be 
up a great deal of enthusiasm over the matter. Perhaps the other shoe salesmen Ballet Slippers 
1. were so ashamed of the fellow they couldn’t reply. 
a I wondered what his boss would say if he had happened to be sitting near 
and overheard such a brazen statement of deliberate mal-practice. I know 
what I would do if I were his boss. I would fire him so quick it would 
make his head swim. 
The woman may never know the difference. She may be a hill-billy but 
n sometimes these so-called “yaps” are not nearly as green as you might think. = 
= Farmers and ranchers are getting pretty well posted on things, let me tell 3 
of you. And often they are retired business folks who know a lot about goods. = 
ts If she finds out what that little cuss did to her she will come back in and : 
4 raise the roof. The store will lose her and the clerk will lose his job. 
~ We all have to get rid of certain shoes and when a P. M. goes onto them : zw rr 
ot it adds a little to our weekly pay. But to my way of thinking the shoe s | N and B Turn, Viel Kid 
ly salesmen ought to tell the truth about things as nearly as he can and get Sart Tee: a or In Stock 
“ past the censor. Of course there is no sense in telling a customer that the hea "3-20; Women's 
shoe is a spiff. If it is a good shoe, well made, of fairly good style, and .| Dawe toe $2.30; 
t suited to the customer’s needs, it may be all right to unload it at a reduced : aad | * ean ees 
| price. In the case mentioned above, the woman was from a farm. She Samples on Request AL, 3 New’ ork 
“ wanted shoes to wear around the house, the chicken yard, the garden and 
a all that. It didn’t make a great deal of difference to her if the shoes were BALLET SLIPPERS—IN STOCK 
r not right up to the minute in style. But, to misfit her as he did was a crime. of the unusual kind 
Sometimes I think the P. M. system is all wrong. Again I think it is Stee we bar han 
an absolute necessity. It has good and evil in it. One of the worst of its Giicses, 1iyp te a= 1-40 
evils is that it encourages slack-minded smarties to pan off stuff that is “Also ward Tose 
unsuited to the customer. It results in misfitting and bad practice. It is SCHWARTZ & HERDER, Inc. 
n a great temptation to some of the best of shoe men sometimes. I am onthe te eee Philedelekin’ Pa. 
‘ beginning to think that P. M.’s are a matter for a lot of careful thinking by : 
“ye merchants. Just what the ~anaged of the P. M. system are I can’t ay HAND TURNED, BLACK KID 
; on’t know of any store that has ever traced them down to see how they BALLET SLIPPERS 
3 react. There may be a lot of backfire from them for all I know. In STOCK 
| One thing I do know. If I had a chap like the one mentioned above, “aise: 
: working for me I would watch him like a hawk. I would see that every Send for = pe BUY 
sale he made was carefully checked and O. K.’d before it left the store. none & ROSENBERG SHOL GD 
124 N. 3rd St., Philadelphia — 
TTA TMUH EMEC Pe eee eo ce DOUALA Ea 
Some Business Let-Down | cane > Cee See ee eee | Im Stock | teen Bal- 
| stronger than ever and production for 
Due to Southern Flood | the at part is being coleenl for shoes | aw, ines’ $1.30 wr 
St. Louis—There has been some | of this type. 115 
slackening in the wholesale district due The first two weeks in April showed 
mostly to the floods throughout the | nice increases. Improvement is re- axes sem oo, re 
Mississippi Valley, the territory which | ported throughout the flood area and New York, N. ¥ 
is served practically exclusively by St. no doubt the improvement will con- | z ° 
Louis shoe ae Rese certain pone a Rage mae ho ange we ore ma- | 
salesmen are | teria oughou e district. : 
me tea cor te sestion ‘due to The. Eadicett- Johnsen Corporation | LYONS AND COMPANY 
the lack of transportation. Some of | gave $7,000 to the Red Cross to aid the Hand Turn BALLETS 
the salesmen are marooned in their | flood victims throughout the Mississippi | | W's. Miss’. Chad's. 
towns and it will be a few weeks before | Valley. The St. Louis distributing | sane 
they will be able to get into some sec- | house contributed $2,000, the home | IN STOCK 
tions of the territory. office at Endicott, N. Y., gave $3,000 | Send for Samples 
The portion of the districts flooded, | and George F. Johnson personally gave | 228-196 Dose se. 











however, is a very small one and busi- $2,000 








76 


BOOT AND SHOE RECORDER 











Ot hi li ied 


WHERE TO BUY 


Women’s Novelties 


7" 


PSS NSN SS SSN SY 
Patent Sandals & 
Sally Straps 


are selling now! See 
samples at our ex- 
















pense. 

Samuel Cohen Shee Co. 

72-82 Lincoin St. 
Boston, Mass. 








Latest Styles at 
Popular Prices 
in Stock, ~ 
ST-NEW YORK 

















WHERE TO BUY 


Miscellaneous 





ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 








STUDY CHIROPODY 


Make $65,000 to $15,000 a Yea 
& Dector of Surgical Chiropody. 


studying. Write for catalog. Dept. B. 











ILLINOIS COLLEGE OF CHIROPODY. 
1827 N. Clark Street, Chicago 
oe 





WHERE TO BUY 


Store Fixtures 


GOODWINDOWS 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 


Merchants Plan 
Big Meeting in 
Chicago, Aug. 18 





‘Interstate Council, Representing 
41 States, To Be Guest of 
Association of Commerce 


CuiIcaco—Retail merchants from 
forty-one States will flock to Chicago 
during the third week of August when 
the Twelfth Semi-Annual Convention 
of the Interstate Merchants’ Council 
will take place. The dates of the con- 
vention have been set for August 18 


Sherman. It is expected that the at- 
tendance will exceed that of the last 
convention of the Council, held in Chi- 
cago in February, when 1876 mer- 
chants registered. 

The Interstate Merchants’ Council, 
organized for the exchange of “Busi- 
ness Building Plans and Ideas,” is the 
largest educational association for re- 
tail merchants in the country. It is 
sponsored by the Domestic and For- 
eign Commerce Committee of the Chi- 
cago Association of Commerce. 

Leading merchants of the country 
will be invited to lead the discussions 
in the two-day business program. Chi- 
cago wholesalers, 
distributors will assist in making the 
convention a success. It is expected 
that many merchants will remain in 
Chicago to attend the opening per- 
formance of the Third Annual Chicago 
World’s Championship Rodeo. 


Irving Drew Elected 


Chairman of Bank 


PORTSMOUTH, OHIO (UTPS)—Irv- 
ing Drew, president and manager of 
the Irving Drew Shoe Co., makers of 
ladies’ footwear, has been promoted 
from the position of vice-president to 
that of chairman of the board of direc- 
tors of the First National Bank of 
Portsmouth, in the reorganization fol- 
lowing the death of Simon Labold, the 
president of the bank, who died April 
4. Mr. Labold was a director in the 


Gives 2,000 Pairs of 


Shoes to Flood Victims 


RICHMOND, VA. (UTPS)—Fina! 
shipment of a gift of 2,000 pairs of 
shoes, valued at more than $10,000 
wholesale, and donated by Tony La- 
giglia, Main Street, Norfolk, Va., re- 
tail shoe merchant, to the Mississippi 
Valley flood sufferers’ relief fund, was 
made by the Norfolk chapter of the 
American Red Cross, through which 
the donation was made, directly to the 
ae Cross headquarters at Memphis, 

enn. 





saver in meeting immediate needs. 














_ Mr. Lagiglia’s contribution, consist- 
ing of women’s and children’s shoes, 


and 19; the place will be the Hotel | 


manufacturers and | 





which have a wholesale value less by 
only $2,000 than the entire relief fund 
quota assigned to the city of Norfolk, 
is the outstanding contribution of the 
Virginia city’s campaign. 

Members of the executive board of 
the Norfolk chapter of the American 
Red Cross declare Mr. Lagiglia’s the 
most spectacular contribution to cam- 
paigns of the kind in the history of the 
Norfolk chapter. It is certainly the 
outstanding donation of the Mississ- 
ippi Valley flood sufferers’ relief fund 
campaign, which has met with such 
unprecedented support on the part of 
the Norfolk public. 


Kent Back from Europe 


BrocKTtoN—Alfred T. Kent, vice- 
president of the M. A. Packard Co., 
has returned from a European trip 
during which he visited England, 
France and Germany, making his head- 
quarters in the first named country for 
several weeks while he visited the 
various English markets. Mr. Kent 
sees little danger of European markets 
offering serious competition to Ameri- 
can shoe industry because of the fact 
that footwear in the respective coun- 
tries is made to fit conditions peculiar 
to their localities, with less of the at- 
tention to fit and style which buyers of 
the present day demand in America. 





Wetlin Succeeds Roth 


MINNEAPOLIS (UTPS)—To succeed 
George S. Roth, resigned, John M. Wet- 


| lin has been appointed manager of the 


A. E. Nettleton Co. store. Mr. Roth 
has announced no plans yet. He has 
been prominent in the retail shoe busi- 
ness for years. Mr. Wetlin has been 


| with the Nettleton people in Chicago 





Excelsior Shoe Co., another of Ports- 
mouth’s shoe factories. 








and has been with the Hanan Co. and 
with Maurice L. Rothschild & Co. 


L. S. Gwyn Dead 


WorRCESTER, Mass. — Lawrence S. 
Gwyn, salesman for the Heywood Boot 





L. 8. Gwyn 


& Shoe Co. of this city, died at his 
home in Baltimore, Md., in his sixty- 
fourth year. Mr. Gwyn was one of the 
best known traveling salesmen in the 
southern territory. 
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Almost any merchant can build up a 
steady demand for Greeley Boudoirs— 
the sensible, everyday slipper which we 
carry in-stock for immediate delivery. 
In black or colored kid. 
With leather or rubber heels. 
Try your jobber first—and 
if he cannot supply you— 
write us. 








IN 
STOCK 


36 Pair Cases Deliveries At Once 





A Boudoir Buy oF 





A. W. GREELEY 
ce 12 Duncan Street - - - Haverhill, Mass. os 


20 








Henry Lilly Company 
SHOE AUCTIONEERS AND 
COMMISSION MERCHANTS 

NOW AT 


110 DUANE STREET 
NEW YORK, N. Y. 


Trade Sales 
EVERY WEDNESDAY and FRIDAY 
LONG ESTABLISHED 
PROMPT AND RELIABLE SERVICE 
CONSIGNMENTS MAY BE SENT AT ANY TIME 





CORRECT 
STORE 
SEATING 


Chairs of artistic design at absolutely 
lowest prices. 

An all veneer chair 
holstered chair 


ARE CONSTANTLY IN STOCK 


and an all up- 


Send for illustrated circular of other styles. 


Educational Furniture Corporation 
723 Seventh Ave. New York, N. Y. 
Distributors Wanted 





























APPROVED BY 
MEDICAL MEN 


Gay Tat Se Ge ale 
o 2S nd pay 
ventilated shoe, the Burkley Venti- 
Developer is led. 










1156 No. Main Street 
Brockton, Mass. 
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“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 

started to preach that text to an audience 

of over 10,000 attentive shoe merchants. 

- The sown seed is growing with amazing 

rapidity. All over She country shoe mer- 
—_ are = pues in hosiery 

month the idea grows 
















—— - 
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So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 






—-_ +. = 





to the most responsive group of 

buyers in the country. 

Boot and Shoe Recorder Publishing Company 
Boston, Mass. 
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BROOKS BALLETS 


NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 











Woman’s 214 to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 






WHITE KID 30c EXTRA 
IN STOCK 


Write for veer _—, 


SHOE MF G. S & 
Street Philadelphia, Pa. 


The Belvedere Hotel 


48th Street, West-of Broadway, New York City 
Times Square’s Finest Hotel 
Within convenient walking distance to important 
business centers and theatres. Ideal transit facilities. 
450 Roomse—450 Baths 
Every Room an Outside Room—With Twe Large Windows 
Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day 
Fer Two, $5.00 Twin Beds, 66.00 
Large Double Rooms, Twin Beds, Bath, $6.00 per day 
Special Weekly Rates 
Furnished or Unfurnished Suites with serving pantries, $95 te $150 
per Month 















Mederately Priced Restaurant Featuring = Peerless Cuisine 
IUustrated booklet free on request 
CURTIS A. HALE, Managing Director 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 


Giving Positive Information 


OUSTON, TEX.—The vamps 

were longer and the heels 
higher on the shoes Houston dealers 
found the best sellers for the first 
half of April. Some new colors were 
featured. 

Krupp & Tuffly said their best 
sellers were colors such as meadow 
pink, seafoam green and sistine blue 
—all in kid. This firm said shoe 
colors now must harmonize with the 
gowns, hats, bags, and even the pow- 
der puffs. Hammersmith’s said their 
best sellers for women were step-ins 
of water liy kid vamps with rose 
back and water lily kid vamps with 
green backs. 

W. C. Munn & Co. found its best 
seller was a water lily kid with rose 
blush trim with spike heel. Another 
good seller at this store was an apple 
green kid with harmonizing trim. 


ORT WORTH, TEX.—The deal- 

ers here find that women fancy 
more striking colors than in the 
past. Sandals, step-ins and ties are 
the best sellers. 

L. G. Gilbert said his best seller 
was a patent in various shades with 
perforated vamp and underlay of 
harmonizing tints. Another was a 
step-in of parchment chiffon kid of 
various colors with kid trims in har- 
monizing tints. 

The Fair found its best sellers to 
be parchment kid with rose blush 
. patent trims and a shell gray kid 
with harmonizing trim. 


ANTON, OHIO—There is a call 
here for the open shank sandal. 
Ten days ago one retail merchant in 
shoe row on Market Avenue did not 





A novel effect in a strap model of 
patent, strap and piping being of 


light-colored kidskin. Medium heel. 
Selected from the line of the Nieder- 
man store in Philadelphia and sell- 
ing for $10 


have even a sample of open shank 
sandals, but the demand was so 
great that he got busy with the tele- 
graph office and now he has a full 
stock which is going fast. 

The dazzlingly shiny silver kid is 
the big seller in debutante and so- 
ciety matron evening slippers, 
though gold and pastel tinted kids 
and metallic brocades are close sec- 
onds. Women seem to want to get 
“up in the air” and the call is for 
extremely high heels. 


OLUMBUS, OHIO—Charles 

Corwin, manager of the Colum- 
bus Nisley Shoe Co., reports that 
spring styles are about 60 per cent 
black and 40 per cent colored shoes. 
In the list of black footwear are in- 
cluded patents, which are about 60 





The T-strap sandal sold well before 
Easter and has continued to be 
popular since that time throughout 


the South. This model has sold 

freely in Clark’s Shoe Store, Roa- 

noke, Va. It ts pictured in patent 

with trim of light-colored, figured 
kid 


per cent of the total. blacks; about 
20 per cent satins and about 20 per 
cent patents with various colored 
trimmings. In the colored shoes, 
which range from tan to the lighter 
pastel shades, is found much variety. 
Calf of the sandalwood shade is 
showing considerable popularity. 
The parchment shades are the best 
feature in colored shoes. Sports are 
expected to be quite brisk in a short 
time and the store is offering quite 
a variety of sport models. Mr. Cor- 
win believes that the sandal will be 
the best style of shoe for sports 
wear. 

Straps are the best in all classes 
of footwear. They are mostly one- 





In introducing this model to Los 
Angeles, the Hanan & Son store 
point to its success in the Hanan 


shop in Paris. It has been stocked 
in various leather and color com- 
binations, the style shown here be- 
ing of parchment kid trimmed with 
tan wisteria calf. It sells for $21.50 


strap effects. The next in order of 
popularity are ties and step-ins. As 
to the heels, the usual heights for 
evening wear range from 15/8 to 
18/8, while for street wear the heels 
average from 12/8 to 14/8. 

Open-work sandals with military 
heels are gaining in popularity as 
the spring season advances. Mr. 
Corwin believes that the summer 
season will develop a demand for 
sandals more and more and is mak- 
ing preparations to take care of that 
demand. They are shown not only 
in patent but also in colored kid and 
satins. 


AN ANTONIO, TEX.—White in 

men’s shoes is conspicuous by its 
absence in the spring showings of 
the stores of this city. It is to be 
seen only rarely, either in combina- 
tions or solids. Tan, sand and ivory 
are the colors which are being given 
a heavy play by practically every 
better class store handling men’s 
shoes. 


ALTIMORE, MD.—Black patent 
leathers in novel effects continue 
to play an important part in the shoe 
store selling. In spite of this the 
business in colored footwear is very 
satisfactory, with the demand being 
pretty well divided among parch- 
ment pastels, grays, rose blush and 
wisteria stone in various novel ef- 
fects and trimmings. 
It is interesting to note that the 
black patent leathers, parchments, 
grays, rose blush, wisteria stone and 
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a few other colored models were evi- 
dent in the exclusive Charles Street 
Easter Sunday parade. It is further 
interesting to note that at some of 
the shops more than a thousand 
pairs of shoes were sold on the last 
day of Easter footwear buying. 

Patent operas with cut steel 
buckles have been the outstanding 
feature of the recent footwear ac- 
tivity, according to Ernest Bowen, 
buyer of shoes for Isaac Benesch & 
Sons. Other black patents which 
have been favored this season, ac- 
cording to Mr. Bowen, were strap 
effects, featuring black and white 
straps and black and white heels, the 
latter being in the gingham effects 
of black and white checks. 

Stroller tans featuring open 
shanks, Mr. Bowen said, have been 
in good demand during the Easter 
footwear activity. While other col- 
ored footwear has been selling to 
some extent, they did not play a very 
prominent part in the Easter busi- 
ness. 


ASHINGTON, D. C.—Wash- 

ington is normally a _ good 
white shoe town when the weather 
is sizzling hot, but buyers are not 
over-optimistic this year. Most of 
them are playing safe. Genuine rep- 
tile and ostrich are staging a great 
comeback in the better grades. In 
women’s shoes, blacks dominated the 
April sales from 50 to 70 per cent, 
while in the men’s it was about 2 
50-50 break. Enough high colored 
sandals have been‘sold since Easter 
to warrant a mild bit of plunging on 
them, ever remembering, though, 
the spanking received from playing 
with these perishable modes a few 
years ago. A check-up shows a very 
satisfactory April business in the 
downtown section. The neighbor- 
hood stores, on the contrary, are 
complaining more or less bitterly. 

J. Rosenberg of Hecht’s is not a 
bit afraid of colors for May and 
June, but he “suspicions” thai 
whites are riding for a fall this sea- 
son. To quote: “In the medium 





“The Modette,’ a smart shoe in 
patent for walking and street wear, 
is selling well in the Nisley store 
in Washington, D. C. The same 
pattern comes also in white kid, at 
the regular Nisley price of $5 








grades we will make money if we 
lose a few sales on whites this sum- 
mer.” Patent 3-eyelet ties in the bet- 
ter grades. Patent one-straps in 
the medium grades. Rose blush 
trimmed with lizard, 3-eyelet Cuban 
heels. These are his best bets. 

For real life, the patent sandals, 
both extremely high and Cuban 
heels, is the verdict of Herbert J. 
Rich. 

Henry A. Hirsh of the Family 
Shoe Store observed that colored 
kids are good, but the patent san- 
dals running away, those with me- 
dium heels, one-straps and cut-out 
oxfords having the best action. He 
looks for a small white season, or 
about the same as last year. 

E. W. Foster of Lansburg’s be- 
lieves black satin will show good 
strength in May but will not entirely 
displace the call for parchments and 
other light colors. He, too, is play- 
ing safe on whites. 

A. S. Misell of the Queen Quality 
store answered the question “What 
is selling?” by showing his records. 
One hundred and twelve different 
styles were sold on one recent Satur- 
day alone, with patent front straps 











Woodward & Lothrop, one of the 

leading department stores in Wash- 

ington, D. C., recently made a drive 

on sport footwear for women. The 

style shown is of white buckskin 

with genuine alligator saddle, and 
the price asked is $10 


in the lead. His sales are running 
70 per cent on the blacks. For early 
summer, his dope is block heels in 
sandals in black patent and high 
colors, with whites only fair. 
“Mostly high heels with cut-out 
shanks, with blacks to the fore, is 


the story in the Sorosis depart- 
ment,” said J. M. Bold. “They are 
just biting into sandals.” A Pa- 


chome Cubist black satin is a novelty 
that is showing early action. An- 
other buyer that is feeling his way 
along on whites. 

From R. R. Reichert of W. B. 
Moses comes the information that 
sandals with heels from 14/8 to 16/8 
are good, but the outstanding pat- 
tern is a broad one-strap medium toe 
with a 16/8 heel. Sales of patents 
are far in the lead. 

W. Latz of the Barrimore store is 
selling a world of 12/8 fancy shoes 
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having round toes to the college girl 
trade. A bright spot is made by the 
selling of shoes of Jentelle cloth, 
which is bought only in white and 
is dyed to match the costumes. 

S. D. Kramer, who operates the 
Artcraft Shop, offers this conclu- 
sion: “Now is the season when the 
wardrobe is being planned. Women 
are trying to get shoes that will 
cover several gowns, so colors are 
coming into their own stronger than 
ever.” 

“There is always a certain high 
grade clientele who will purchase 
white shoes, but the entire white 
situation does not look very promis- 
ing from a past performance stand- 
point,” said Arthur Burt. “It seems 
to resolve itself into this—that 
whites will only be good for formai 
affairs.” 


POKANE, WASH.—Pastel parch- 

ments outsold all other colors in 
Easter trade at the Spokane Walk- 
Over shoe store, where Harry C. 
Featherstone is buyer. Sprightly 
activity in colors marked the spring’s 
buying, Mr. Featherstone reports. 

Ties are best sellers to Walk-Over 
patrons and the box heel models 
lead. The store features the Clarion 
tie in pastel parchment with brown 
baby lamb trimming. This shoe also 
is selling well in shell gray with 
plaza gray baby lamb trim. 

Patents, of course, lead the blacks, 
Mr. Featherstone finds; and both 
pumps and straps in this color are 
good. Most of these shoes are sell- 
ing in high heels—20/8 and 21/8. 

Ninety-five per cent of the men’s 
shoes sold for the holiday season are 
low models, with tans leading and 
blacks second. However, colors in- 
terested many of the male purchas- 
ers, Mr. Featherstone says, and he 
predicts a brisker demand for the 
lighter shades in men’s footwear for 
the summer season. 





Reminiscent of the old lace-to-toe 
pattern is this novel T-strap sandal 
introduced recently in Dallas, Tex., 


by A. Harris & Co. The imitation 

laces across the vamp are of light- 

colored kid, contrasted with the pat- 

ent of the rest of the shoe. The 
retail price is $18.50 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 





Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 








WHOLESALE SHOE SALES- 
MEN WITH SUBSTANTIAL 
RECORDS 


Three territories available. Quality 
line of Young Men’s snappy go- 
getter shoes. Will compensate 
according to established record. 
Applications held strictly confi- 
dential. We want real shoe sales- 
men. Experienced. No others 
need apply. 

Address C-725, care Boot & Shoe 
—e 207 South Street, Boston, 








SALESMEN WANTED 


Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: Arkansas, Colorado, 
Georgia, Indiana, Iowa, Louisiana, 
Utah, Minnesota, Montana, North 
Dakota, Ohio, Texas. A complete 
line of women’s medium-priced 
real hot novelties all in stock. Ref- 
erences must accompany applica- 
tions. Liberal commission, and 
wonderful opportunity for right 
men. 


Address Key No. C-798, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 











a for West Virginia. Travel by 
ag Wolte, Stitchdowns, McKays, 4 
Prefer = residing in the Sta 
fiaGirstOwN HOE & LEGGING CO. 
Hagerstown, Md. 


SALESMAN WANTED—Man to carry a 

very snappy line of low priced ladies’ nov- 

elty shoes as side line. Up to the minute pat- 

terns and very attractive prices. Strictly 5 
r cent commissions. erritory—Virginia 
ennsylvania, Michigan, Indiana, [Illinois sod 

Southern States. Address C-791, care Boot 

et Shoe Recorder, 207 South St., Boston. 
ass. 


XPERIENCED SHOE SALESMEN 
WANTED, to sell manufacturer’s line of 
medium priced Infants’ Children’s and Misses’ 
Turns and Goodyear Welts. All shoes are 
made of good materials in order to give the 
best of service, and the line is composed of the 
latest noveltigs in Children’s shoes, both 
leathers and patterns. Can be sold with non- 
conflicting line. Commission only, and refer- 
— ee with first letter. Any territory 
not represented at present. 

ROHRER & COMPANY, Orwigsburg, Pa. 


ALESMAN for Towa and Nebraska. Line 
of children’s and Misses’ Kesco Turns and 
Stitchdowns: commission basis. Address THE 
ee SHOE CO., Orwigsburg, 
‘a. 











SALESMEN WANTED 


LINE WANTED 





SIDELINE for shoe salesmen, perfect product 
fn field of unlimited demand for all time. 
Sold only through shoe stores and shoe depart- 
ments. Unusual opportunity, perpetual repeats 
protected. Outlined to customer thoroughly, 
convincingly in two minutes. Advise territory 
and reference. Manufacturer, 501 Blackstone 


* Bldg., Cleveland, Ohio. 


| erat eater eee 


Recorder Ads 
Attract 
Good 


; : 
, ; 
‘ : 
‘ : 
t Men ; 
k Edgewood Shoe Factories of : : 
‘ : 
‘ : 
, : 
; 
f 3 


Atlanta, Ga., write us as fol- 
lows: “Our last ad (in the 
Boot and Shoe Recorder) for 
national salesmen brought us 
the most representative applica- 
tions we have ever received. 
From them we have practically 
filled our requirements.” 


Recorder Classified Advs. Carry 
Far and Hit Hard! 


LODO DO DODO IO IO IO IO TE 8 








HELP WANTED 





Salesmen’s Organization 


now employed wants factory line. 
Ladies’ novelty shoes, retail at five and 
six dollars. for entire state of Texas, on 
straight commission basis. Guarantee one 
hundred and fifty thousand sales minimum. 
Best reference furnished. Address 
Box 2416, Lubbock, Texas. 











ANTED—Line of men and women’s shoe 
to retail on commission. Proposition: 
have store room in good location and can giv: 
bond, best of references. Have chain stor: 
management experience. Address C-795, car« 
Boot and Shoe Recorder, 207 South St., Boston 

Mass. 





Exceptional Opportunity 


For a manufacturer of popular priced 
high speed shoes, women’s or men’s, to 
hook up with a high powered salesman 
with a sales record of half a_ million. 
Territory, Pennsylvania and Ohio. Ad- 
dress C-801, care Boot and Shoe 
— 207 South St., Boston, 
Mass. 











LINE wanted by salesman with following i: 
Texas and Oklahoma among the best trade 
Prefer manufacturer’s line ladies’ style shoes 
to retail up to $11. Thoroughly capable and 
a hard worker. Address C-796, care Boot an 
Shoe Recorder. 207 South St., Boston, Mass. 





LEVELAND District—Hustler with auto 


would like to represent a real live manu 
facturer or jobber in Cleveland District. Shoes 
and slippers. B. H. SCHWARTZ, 3797 Del 
more Road, Cleveland Heights, Ohio. 








SHOE STORE MANAGERS 
A large retail shoe corporation offers excel- 
lent ape to thoroughly experienced 

number of positions to 





hoe Recorder, 207 St., ° 

ss., giving in full detail your experience 

and all qualifications. Also state salary you 
would expect to receive. 


MANAGER WANTED—For retail store, one 

accustomed to handle high ya trade and 
able to manage men on floor. dress C-787, 
care Boot and Shoe Recorder, au South St., 
Boston, Mass. 








FOR LEASE 





BASEMENT shoe department for lease in 

active store town of 25,000, 25 miles from 

Boston. Satisfactory terms can be arranged. 

Pesponsible parties only, Address C-799, care 

and Shoe Recorder, 207 South St., Boston, 
ass. 


FOR RENT 





CORNER STORE FOR RENT—Easton, Pa 
100 per cent location. In the heart of th« 
Dry Goods and Shoe District. Three moder: 
show windows. Immediate possession. A grand 
opportunity. Come and see it. I. B. HOCH 
MAN, 153-155 Northampton St., Easton, t’a 





FOR RENT—Space for men’s and boys’ shox 
department in a popular priced, long estab 
lished and progressive men’s and boys’ clothing 
and furnishing goods store in Buffalo, N. 
For particulars address MILTON SHRODER 
68 Seneca Street, Buffalo, N. Y. 





RENT—Basement Shoe Department i: 
popular-priced Dry Goods and Appare 
Store in Connecticut town of 25,000. Addres- 
C-800, care Boot and Shoe Recorder, 207 Sout! 
St., Boston, Mass. 








Information f 
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SALESMEN WANTED 








RARE OPPORTUNITY—We are changing 
representatives in the following States in 
which we have established trade—Ohio, New 
Jersey, Minnesota, North and South Dakota. 
Want men to carry our line of In-Stock leather 
house slippers as side line. Must live on ter- 
ritory and cover same close by auto. Give full 
particulars in first letter. No drawing account. 
Weekly settlements against orders received. 
Twenty men now successfully selling line. 
Easiest eine commodity in shoe game today. 
MAID-RITE CORP. (Manufacturers), 35 
York se Brooklyn, New York. 












FOR SALE 





SHOE STORE fixtures and shelving ano. 
Four year lease. S i location. 
sonable rent. Address SQUARE DEAL S SHOE 
STORE, 518 Main St., eel Idaho. 





FOR SALE—All or part of a $27,000.00 

eral shoe stock—all high grade merchan oe. 
Write care H. H. B., 914 Niles Ave., South 
Bend, Indiana. 


WE are giving up our line of fine French 
made, imported shoe buckles. Drastic re- 
ductions of prices are made in order to clear 
our actual stock in the shortest _ time. 
Samples can be inspected from to 12—1 to 
5 p.m. Address CASA \NCHORENA. INC., 

97 Water St., Room 603, New York, N. , * 








WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
surplus or slow sellers. Quantities no I 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
pondence confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, furnish 
goods, etc. Dry Dock osee 











CASH PAID 


for entire shoe stocks or surplus 
shoes or other aaabantinn. Any oF 
comes attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. ¥. 





Phone Spring 1443 











Sell Us Your Left Over 


New Yor Export Puscuasinc Conpr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 




















EMPLOYMENT SERVICE 








A thoroughly organized service, highly 
specialized office, established to assist the 
empleyer to find the trained office, sales or 
factory executive. Alse to help qualified 
men and women lecate the particular pesi- 
tien they desire. 

service te employers without charge! 
PETERS EMPLOYMENT SERVICE 
31 State St., Boston, Mass. 
Congress 2870 











GLASS EYES 








GLASS EYES 


For Bunny - Kitten, 
Children Slippers and 
ether decorative pur- 
poses. 

G. SCHOEPFER 
16-18 W. 36th St. 


Busey Byes “NEW YORK 




















MERCHANT NEEDS 








Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 






























| Wi NDOW 
| DISPLAY FI ae ! 


SEGALLE § SONS | 


933 ARCH ST. 
PHILADELPHIA, PA. 
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The DISTINCTIVE and 
PERMANENT MARK 




















STORE SUPPLIES 


































price tickets 
TILTS AT ANY ANGLE 


Small, Neat, Everlasting with many 
advantages over common pin. pee oa 
and off shoe easily. Now yh 4 

shoe stores. Half ote 
$5.00. Oheck with “trial order. 
Refund if unsatisfactory. 
M. D. POLLINGER CO. 
416 Victoria Bldg. St. Louis, Mo. 




























‘AEN 
Check ["] Here Check [] Here 



























Catalog 
Depart ment 
Store 
Catalog Window Catalog 
Shoe Fixtures 
Window 
Display 
Fixtures 











Shoe 
Chairs and 
Fitting 
Stools 
Check |] Here RA 











Check the One You 
Want 


Our new 
catalogs 


We want your busi- 

ness on our new 

Display Fixtures. 

Fiaxtures that will 

make real salesmen 

of your show win 

dows. 

Ist. Check the one 
you want 

2nd. Pin to your let 
terhead, 

3rd. And mail at 
once to 


The Oscar Onken Co. 


Gil West 4th St., Cincinnati, 0. 

































































ESTABLISHED 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 















—. 


St 
FRANK C. MEYER Co. 
(ogek cations nat PED 
23-271 LEXINGTON AVE , BRODKLYN. N¥ 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MICS 





















F.H.KLUGE 
WEAVING CO. 


33-39W 347HST. NY.C 
Phone WISCONSIN of fet ©) 
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STORE SUPPLIES 
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SS ee 


Gre Ne ay) L@ 
meVaSsau 


at Leng | Beach L.¥. 


Just 40 minutes from New York by train 


THE TOARDWALK 1S GLORIOUS 
“IME ArRis LADEN wiht HEAWH 
ine HOfEI_is A PLEASANT TREAT 
Sea Baths “ Music? Dancing 
Festive Week-Ends 
Room Plus food ~ Only # 8° per Day 


OPEN ALL YEAR 


TELE PRONE - LONG BEACH ICO 
Henry H.Gerard — /Vareg'rg Drecter 

















PRESERVO 


prevents patent leather 
“‘cumbacks.” 


ASK YOUR JOBBER 


$1.75 dozen. $20 gross 


Preservo Polish Company 
1220 West 24th Street 
Kansas City, Missouri 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. 

feature in its quick service is a time 
saver in meeting immediate needs. 

















Pittsburgh Men 
Had Surprise at 
April Meeting 


Returns and Credits Dis- 
cussed at Monthly Gather- 
ing at Masonic Hall 


PittssuRGH (UTPS)—The April 
meeting of the Pittsburgh Shoe Re- 
tailers Association, scheduled at the 
store of Bill Kuhl, 521 East Ohio 
Street, Northside, brought forth many 
surprises and much information for 
the assembled shoe men. 

President William Laird secured as 
a speaker for the occasion Irwin D. 
Wolf, president of the Merchants 
Council of the Chamber of Commerce 
of Pittsburgh, and secretary of the 
Kaufmann Department Stores. Leon- 
ard D’Ooge, secretary of the Mer- 
chants Council was also a guest for 
the evening. 

When everyone had arrived at the 
designated store, the whole assemblage 
was loaded into cars and driven to the 
old Masonic Hall on the Northside 
where Bill Kuhl had engaged the audi- 
torium and arranged quite a spread. 
Motion pictures were shown after the 
speeches and business of the evening 
had been attended to. The entire 
monthly gathering was a success from 
start to finish. 

In the principal speech of the eve- 
ning Mr. Wolf outlined the purpose of 
the Merchants Council of the Chamber 
of Commerce and explained its func- 
tions toward helping the merchant. He 
brought to the attention of the shoe 
men some of the outstanding and most 
important economic problems. which 
face the chamber through the Mer- 
chants Council today. Condition which 
in a greater or less degree affect every 
city and class of merchants, and con- 
dition which can only be remedied 





through complete cooperation. As he 
outlined them they are: 

1. Organization of a merchant 
owned credit bureau, for the collection 
= dissemination of credit informa- 
ion. 

2. The furnishing of reliable busi- 
ness statistics particularly adapted to 
retailers and the study of retail trends 
and cycles. 

3. The fostering of better and more 
truthful advertising. He designated 
this in particular as, “A service every 
customer is entitled to and a creditable 
thing for every city.” 

4. The bringing of noted retailers to 
lecture and give others their views and 
experiences. 

5. Extending the trading area be- 
yond its present radius for Pittsburgh 
customers. 

After Mr. Wolf’s delineation of the 
opportunities for mutual helpfulness 
and the need for organization to over- 
come conditions so vital to all retail 
merchants, a majority of those who 
were not already members of the 
Chamber of Commerce were seriously 
planning to so become that they might 
avail themselves of the advantages of 
the Merchants Council. 

In the Open Forum discussion which 
followed, the problem of returns, which 
particularly affects establishments 
giving credit, came up and Mr. Wolf 
pointed out that toleration of returns, 
to retain favor is only a boomerang to 
business. And he explained that when 
a customer brings back a pair of worn 
shoes and they are accepted, it is a 
psychological fact that the customer will 
conclude, having been worn and then 
returned by her, these shoes will prob- 
ably be sold to some other customer, 
and therefore is it not likely that she 
may get shoes that someone else has 
returned. It causes the customer to 
lose faith, when it would be better to 
loose the customer when she goes away 
with a favorable, though grudging, 
opinion of the store’s integrity. 





Cohen Brothers Take 
Over Bristol Stores 


BALTIMORE (UTPS)—Herman and 
Ben Cohen, trading as Cohen Brothers, 
have taken over the retail shoe busi- 
ness conducted by the now defunct 
Bristol Shoe Stores Company, 38 West 
Lexington Street, which they will con- 
tinue under the name of the Bristol 
Shoe Company. Irvin Eichenberg and 
Sigmund Adler who maintained the 
Bristol Shoe Stores Company with 
stores in Baltimore, York, Pa., and 
Richmond, Va. are not connected in 
any way with Cohen Brothers. 

Cohen Brothers have just taken a 
five-year lease on the store and base- 
ment at 38 West Lexington Street, 
which will be the home of the Bristol! 
Shoe Company, the trade name under 
which they will continue the shoe store 
at that location. 

Plans are being completed by the 
Bristol Shoe Company to enlarge the 
first and main floor of the building by 
extending its depth so as to more than 
double its present floor area. In addi- 
tion to this the company plans to con 
vert the basement into a selling floor 
and of making it into a modern chil- 
dren’s shoe department. The main 
floor will be continued, even after en- 
largement and remodeling as_ the 
women’s shoe department. 

The hosiery department on the main 
floor will also be enlarged to more than 
double its present size, making it pro- 
portionate in size to the shoe depart- 
ment. 

Moreover, the company plans to 
change the store-front of the store, and 
in place of the present side entrance. 
the entrance will be in the center 
flanked on both sides by attractive and 
enlarged window displays which will 
considerably enhance the appearance 
of the store as well as the displays of 
both shoes and hosiery. The entrance 
to the children’s department will be 
by means of a stairway from the main 

oor. 
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v nner Sho RECORDER WINDOW CARD 
match her SERVICE 


Lightest 





le Individual 


Brig Test Smart 
hues 





Effective 


TO HELP YOU SELL 
MORE SHOES 











READ ABOUT THIS NEW SERVICE 
AND ORDER NOW 


No shoe store window card service offers you the beauty and the attractiveness of this 


new RECORDER WINDOW CARD SERVICE. 


The pedestals are of hand embossed plaster finish in dull gold with your initial 
appliqued in medallion. The cards are beautifully finished in hand colored effects 

. fit for the finest store windows in the land, with real up-to-the-minute sales mes- 
sages ... right in season. 


The service consists of four beautiful card holders and eight cards each month with 
plenty of price tickets in dainty effects to harmonize with the cards. 


00 
$4 Per Month 


RECORDER SHOW CARD DEPARTMENT, 
189 West Madison Street, Chicago, III. 


Please send me the Recorder Show Card Service for one year. I agree to pay four dollars each month for the full 
year. I handle men’s, women’s, children’s shoes and hosiery. 























84 


The Boot and Shoe Recorder 


Serves in » 
Getting More Shoes Sold Right; not only “more” but “right’’; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 
shoe merchants. The chief purpose of THe Boor anp SHOE RecorvER 
is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 





Hene’s Wuar I’p Do.............. ee Ae 39 
If I Were a Shoe Merchant. 
MILLIONS OF WOMEN WANT PRAC- 
ae Madame Hamilton Jeffries...... 40 
“Follow the Autumn Colorings.” 
Let THE SUNSHINE IN............ The Sandal Vogue. ....ccvcccsss 41 
Deeply Tanned Skins Call for 
Openwork Shoes. 
THE VOICE OF THE RECORDER...... Opinions of the Editor ........ 42 
THE Two-SHOE MAN............. DP POEGE BIO occviccccccsesies 44 
BROOKLYN STEPPING ON THE GAS... The Ee Ns viciieslcenejeces 46 
PROFITS RESULT FROM WIDE CHOICE 
oe ee ae ee Ce i ee ee 47 
HERE, THERE AND EVERYWHERE.... New Money Making Ideas...... 48 
MAKE ’EM EAsy TO READ.......... By Frank Stanton, Jr.......... 49 
Putting News in Ads. 
O. P. I. (OTHER PEOPLE’s IDEAS)... By Harry R. Terhune.......... 50 
ARCH-PRESERVER WINS DECISION... Court Sustains Patent ........ 52 
WHo’s WHO ON THE ROAD......... By Helen M. Haney ........... 59 
News of the Travelers. 
SHOE MERCHANTS NEWS........... Among the Retailers .......... 65 
SHOE MARKET NEWS ............. Among the Manufacturers ..... 67 
Wuat Is SELLING AT RETAIL....... By Recorder Correspondent .... 78 
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GETTING MORE 
SHOES SOLD RIGHT 
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SUBSCRIPTION RATES 


The subscription price of the Boot anp SHom RecorperR is $3.00 for one year in advance, which 
includes postage in the United States, its ions, Canada, Mexico, Spain and its colonies 
and South America (excepting Venezuela and the Guianas which is $6.00 P 


FORBIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 
When writing about changes of address, please give us the old as well as the new address, 
and please give us three weeks’ notice before the change is desired. 





A request for change of address must reach us at least thirty days before the date of issue 

with which it is to take effect. Duplicate copies cannot be sent to replace those undelivered 

through failure to send such advance notice. With your new address be sure also to send us 
the old one, inclosing if possible your address label from a recent copy. 





Entered as second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the Act of 
March 3, 1879. 


Member of the Audit Bureau of 
Member, Associated Business 


Circulations 
Papers, Inc. 





BOOT AND SHOE RECORDER 


Packard, M. A., Co., Brockton, Mass..... 72 
Paristyle Footwear Mfg. Co., Inc., Brook- 








May 7, 1927 


A buying guide to 


Ault Williamson Shoe Co., Auburn, Me... 25 


Bancroft Walker Co., Boston, Mass........ 7 
Berry, A. H., Shoe Co., Portland, Me..... 66 
Best-Ever Slipper Co., Inc., Brooklyn, 

° © cecccececeoeccooese HMmtge so veeus 74 
Blog Shoe Co., New York City............ 75 


Brass Bros. & Feinroth, Inc., Brooklyn, 
gE 


Brockton Co-operative Boot and Shoe Co. 72 


Brooks Shoe Mfg. Co., Philadelphia, Po.... 77 
Buckingham & Hecht, San Francisco, Cal. 62 
Burdett Shoe Co., Lynn, Mass............ 37 


Burkley Shoe Co., Brockton, Mass........ 77 


Clapp, Edwin, & Sons, Inc., E. Weymouth, 


MBB. ccccccccccccceseseceseessessecece 72 
Cohen, Samuel, Shoe Co., Boston.......... 76 
Colt Cromwell Co., New York City....... 62 
Commonwealth Shoe & Leather Co., Whit- 

Cy. S64 docks gndedeesencdessevceoe 72 
Copeland & Ryder Co., Jefferson, Wis.... 26 
Creighton, A. M., Co., Lynn, Mass....... 13 


Drew, Irving, Co., Portsmouth, Ohio..... 20-21 
Duane Shoe Co., New York City.......... 76 


Edwards, J., & Co., Philadelphia....4th Cove 
Elam, F. S., Shoe Co., Rochester, N. Y... @ 
Emerson Shoe Mfg. Co., Rockland, Mass.. 7 
Endicott-Johnson Corp., Endicott, N. Y....8-9 
Excelsior Shoe Co., Portsmouth, Ohio.... 34 
Florsheim Shoe Co., Chicago, Ill........ } 


Golo Slipper Co., New York City......... 61 
Greeley, A. W., & Co., Haverhill, Mass... 


Ground Gripper Shoe Co., Boston, Mass... 38 
Grover’s Sons, J. J., Stoneham, Mass..... 23 


Heywood Boot & Shoe Co., Worcester, Mass. 19 


King, Mrs. A. R., Philadelphia, Pa....... 29 


Lilly, Henry, New York City............72-77 
Lyons & Company, New York City....... 75 


Menihan Co., Rochester, N. Y............ 64 
Metropolitan Slipper Co., New York City.. 7) 


Nettleton, A. E., Co., Syracuse, N. Y..... 72 
Novelty Slipper Co., New York City...... 74 


EG Meth bn ocaipeeneisies 6000-6 74 


Piekenbrock, E. B., & Sons Co., Dubuque, 


ee SR ae, srd Cover 


Reynolds, Bion F., Brockton, Mass........ 73 
Richards & Brennan Co., Randolph, Mass. 72 
~- & Rosenberg Shoe Co., Philadelphia, 

a. 7 


Schwartz & Herder, Inc., Philadelphia, Pa. 75 
Shaft-Pierce Shoe Co., Faribault, Minn... 63 
Sherwood Shoe Co., Rochester, N. Y...... 58 
Smith, Wm. Sumner, Chicago, Ill........ 75 
Stacy-Adams Co., Brockton, Mass........ 72 











Arm 


Bart 
Begs 


Cree 
Evar 


Gall 


Kepn 
Levo. 
Marti 
New 


Ruepi 
Wis 


Seton 
Skinn 
Sterli: 


Unites 


West 
Yor] 


FINDI 


Educat 
City 


Goodwi 
Mass 


Mazer 


Milbra 


Myers, 
Ohio 








Onken, 
Polling 


Schoepf 
Segall « 


MACHI 


Beck wit! 
Laing, 1 
ra 


North & 





25 


~~ a 1 +) 
ne wm mH we 


= © 
wm 


.20-21 


460 


Cove: 


Pe 


2 


ae 

- 

5 
a | er Or nm = 
w weeaww ot 











May 7, 1927 


Teeple Shoe Co., Waupun, Wis........----- ll 
Tweedie Footwear Corp., Jefferson City, 
a Ra hgetis seh PF ET Le RT ee 


United States Shoe Co., Cincinnati; Ohio, 
Front Cover 


Weimer, Wright & Watkins Co., Philadel- 
phia, Pa. 


LEATHER AND OTHER MATERIALS 


Armstrong Cork Co., Lancaster, Pa...... 10 
Barbour Welting Co., Brockton, Mass.... 31 
Beggs & Cobb Co., Boston.............--++ 73 
Creese & Cook Co., Boston.............-- 73 
Evans, John R., Co., Camden, N. J....... 32-33 
SE oo eatrstcarsticeesee 
Kepner, C. D., Leather Co., Boston...... 56 
Levor, G., & Co., Gloversville, N. Y...... 2-3 
Martin, J. & W., Glasgow, Scotland...... 70 


New Castle Leather Co., New York City.. 6 


a Fred, Leather Co., Fond du Lac, 
Wis 


aauewh adele ouk shah ean seen ewes 27 
Seton Leather Co., Newark, N. J........ 22 
Skinner, Wm., & Sons, New York City.... 12 


Sterling Fibre Board Co., New York City 73 


United States Leather Co., New York City 4 


West Virginia Pulp and Paper Co., New 
York City 


FINDINGS AND SHOE STORE SUPPLIES 





Mineetinnet Furniture Corp., New York 
RE eax Panes gaekahe ceeds bss ens eedeses 77 

Goodwin, C. L., & Co., Inc., Worcester, 
EE Wececwesoessbuces aes ecseeeesoenee 76 
Mazer Brothers, New York City.......... 74 
Milbradt Mfg. Co., St. Louis, Mo........ 81 

Myers, F. E., Bros. Co., The, Ashland, 
DE gctiundoeewekeeesescneniiedsseeeres 82 
Onken, Oscar, Co., Cincinnati, Ohio...... 81 
Pollinger, M. D., Co., St. Louis, Mo...... 81 
Schoepfer, G., New York City............. 81 
Segall & Co., Philadelphia, Pa............ 81 
MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSINGS, ETC. 


Beckwith Box Toe Co., Boston.2nd Cover, 53-54 


ies. Harrar & Chamberlin, Philadelphia, 









BOOT AND SHOE RECORDER 


Our Advertisers in this Issue 


Preservo Polish Company, Kansas City, Mo. 82 


Respro Corp., Providence, R. I..........- 71 

United Fast Color Eyelet Co., Boston..... 24 

United Shoe Machinery Corp., Boston... .57-86 
MISCELLANEOUS 

Atlantic Printing Co., Boston............ 76 

Boot and Shoe Workers Union........... 16 

Boston Shoe & Leather Fair............. 14-15 


Central Mfrs. Mutual Insurance Co., Van 


WT wrnkba ope va 6e0006050566008<0 
Glauberg, Max, New York City.......... 81 
Hotel Belvedere, New York City.......... 77 
Hotel Martinique, New York City........ 70 
Hotel Morrison, Chicago, Ill].............. 55 


Illinois College of Chiropody, Chicago, Ill. 76 


Kimberly-Clark Co., Chicago, Ill........ 17-18 
Kirsch-Blacher Co., Inc., New York City.. 81 
Kluge, E. H., Weaving Co., New York City 81 
Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 81 


Nassau, The, Long Beach, L. I........... 82 
New York Export Purchasing Corp., New 


Amory, Browne & Co., New York City.110-111 


Beaton, J. R., Co., Inc., New York City... 
Berne Hosiery Mills, Reading, Pa........ 
Brown-Durrell Co., Boston and New York. .88-89 


114 


Cooper Wells & Co., St. Joseph, Mich. .106-107 


Everwear Hosiery Company, Milwaukee, 
CE Gre eae and edieds bad oaadeiiewe 104 


French Beading & Novelty Co., Philadel- 
phia, Pa. 117 


Gotham Silk Hosiery Co., New York City. 102 
Hirner Hosiery Co., The, Allentown, Pa.. 91 
Kimball, Edward E., New York City.. . 109 
Lee & Cowan, New York City............ 


Metropole Hosiery Mills, New York City.. 90 
Moler, Van B., Co., Inc., New York City.. 90 


Onyx Hosiery, Inc., New York City....... 


Realart Silk Hosiery Mills, New York City 118 
Reed Sales Co., New York City.. . 116 


Toewear Hosiery, Inc., Norristown, Pa.... 112 





Triplewear Hosiery Mills, Philadelphia, Pa. 92 


EE EE 6568-0 55.600004.665964540 90059" 81 
Peters Employment Service, Boston....... 81 
Seaver-Howland Press, Boston............ 76 - 

HOSIERY SECTION 
Alterson, L., & Co., New York City...... 115 





Next Week 
you will find 
in the 


Boot and Shoe 
Recorder 





UNDAMENTALS of sound busi- 

ness practice will appear in next 
week’s issue, for it is one of the 
saddest things in business to see a 
small merchant struggling along 
under a burden of debt, overloaded 
with stock and expenses. 

We show the merchant how to 
keep himself free and independent 
and give him a better chance in an 
overloaded field. The State does not 
allow men to practice law or medi- 
cine without understanding, but it 
allows any man who can secure the 
proper amount of capital or credit to 
enter upon a business adventure 
which involves the future welfare of 
thousands. 

OW is the time to give a little 

extra attention to windows, 
and we have asked a very successfu! 
display man to give us his practical 
shoe experience, plus a number of 
features in window salesmanship 
invaluable to the merchant. 


clever 
One 


if they 
merchant 


| Bena nnagars are 
capture trade. 


tells of his Cinderella contest, while 
another discovers the perfect foot. 
You may want to try both after 
issue. 


reading next week’s 
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© When Henry VII Reigned Over England 


URING the sixteenth century a broad-toed shoe called 
the “slashed toe Duckbill’’ became: popular throughout Today, footwear styles 
Europe. Duckbill shoes with toes of eight and ten inches in rt oe frase free 


width became quite common. Legislation finally - prohibited the comfort sought 


ese Fae : 3 ee : by the wearers of the 
the wearing of shoes having a width of over Six inches. This Duckbill shoe is always 

; ~ = present if the shoe is 
grotesque shoe was made to give ease and comfort to thé Saitenaih with ‘Crtaett 
gouty, inflamed toes of gluttonous monarchs and replaced the —The Quality Box Toe. 


long-toed 5 eg shoe of the fourteenth century. 


| United Shoe Nhe ory Corporation 


BOSTON. GI MASS. 
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HOS TTR Y 
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SOI STOR OIRIE ACOESSORIES 


Delightfully sheer silk hosiery is preferred 
by Madge Bellamy in “Ankles Preferred.” 
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Now— | 


24-hour Service 


on 97% of your 


( Daders 


BROWN DURRELL COMPANY 
11 West 19th Street, New York. 
104 Kingston Street, Boston. 
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ONE to two weeks’ stock—all you need to 
carry! 


For not only do the huge Gordon ware- 
houses carry immense reserve stocks in all 
numbers and colors. 


But last year’s record shows that for Gor- 
don Hosiery Departments all over the 
country, we filled orders 91% to 97% com- 
plete within 24 hours. 


It is service like this that makes it possible 
for Gordon dealers to get 9, 10, 12 and even 
20 times turnover every year. 


Let us explain the other features of the 
new Gordon Sales Plan. A card to us—and 
our representative will be glad to call. 


SILK> 
ordon HOSIERY 




















DIRECT IMPORTS 





from to 
Factories Retailers 
Men’s 
Women’s F. Oscar Zwingenberger || Latest 
‘ 9 i Jacquard 
Children’s Hohenstein Novelties 
Hosie and All Most 
, 7 C. W. Schletter | aailiee tants 
of Thalheim | in Full 
| Fashioned 


Fall, 1927 Now booking orders through 
VAN. B. MOLER CO., Inc. 
200 FIFTH AVE., NEW YORK 
SOLE SELLING AGENTS IN U. S. A. 























FULL FASHIONED 
“STOCKINGS THAT SATISFY” 





No. 1900—All silk High Class dipped dye Chiffon. Real ex 
ceptional value, in 40 up-to-date colors. 








> ee rere 813.75 
No. 550—Medium Weight, 42 gauge 8 strand ‘‘Silk to the 
Top.’’ Excellent value. 
. EE °0.b.00-50:5N655004005- 0000000000 $15.00 
Sit io. S00, Fenty No. 1400—Medium Weight SERVICE stocking with 4” lisle 
Price $16.50 welt and 24” silk boot. 
Colors: ee errr rt $12.75 
—— No. 575—‘‘Black Square Heel,’’ 45 gauge all silk chiffon 
Evenglow in the following colors: Evenglow, French 
Flesh Nude, Shell Grey, White, Skin, Pastel, G:un_ Metal. 
French Nude DOP GD occ ccecvcevcosvcccescessnss 816.00 
Sree asetsl, It. No. 575/1—Contrasting Square Heel, all silk chiffon. 
Lido Nude ee. MED nn 550665046082 6140.00400004 816.00 
Mausette Evenglow with blue fox heel. 
Mauvelle French Nude with Muscade heel 
Moonlight Grey Pastel with Sandust heel 
— Shell Grey with Platinum heel 
White Skin with Alesan heel 


Sauterne METROPOLE HOSIERY MILLS, Inc. 


Shell Grey 


Tea, Rose 220 Fifth Ave. New York 


Water Lily 
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Immediate 
Delivery . 





Style No. 1011, 
Rayon over lisle 
Many 2 color 
combinations. 











The Only Exclusive 


Summer Patterns 


that will sell, and help dress 
your windows—retailing for 
a dollar. 


Made the proper weight so 
that patterns appear as sharp 
and clear on the foot as when 
displayed in the box. 


Hirner Hosiery Co. 
ALLENTOWN, PA. 


New York, N. Y. Office: 468 4th Avenue. 

Philadelphia, Pa. Office: R. H. Auecott, 
Queen Lane National Bank Bldg. 

Chicago, Ill. Office: Gale V. Smith, 408 8. 
Wells St. 

Cleveland, Ohio, Office: Fred A. Smith, 1426 
W. 3rd St. 





Style No. 1001, 
Rayon over lisle 
Wide range in 4 
color  combi- 
nations, 








Style No. 1021, 
adistine- 
tive woven in 
clox pattern 
Rayon over lisle. 
Two color com- 
bination. 










































Chile 


NAME OF STORE 


Sheed tod tos 


RK ASKS HK CER KS « 


Gentlemen: 
8 








Black Bottom | 
Evenglow Silk 


Blue Fox Bott 
63/3 me Evenglow Silk. | 
Muscade Bott 
63/5 ‘Flesh Pink Silk | 
“ T Bott 
63/7 Te 


63/0 Phi Sin | 


63/9 














o> ¢ «-d¢ 
Matrix S116—2 col. x 9” 


Triplewear Hosiery Mills, Herbert & Worth Sts., 
Please ship via [J Parcel Post; (] Express— 


A 


Black Bott ; 
63/4 Pts Gunmetal Silk| | _ 





eo 
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RUN THIS 
AD 


IN YOUR 


ot rrnnree se 
* : LOCAL PAPERS 
i. > ~~ : 
if ‘ . 
: y Stockings * We give you the cut—size 
* 2 columns by 9 inches 
* —HEELS that contrast * 
* with silk in smart spring « 
« color tones vs i the smart dres- 
: sers in your town 
‘ Black Heels know you carry SIL- 
* Blue Fox Heels : VER STAR contrast- 
° Muscade Heels ing heels. It’s a matter 
4 Cocoa Heels of “sheer” profit for 
x Tan Heels = @ vd you to tell them where 
g 85 x to find these. 
“ — * $14.25 per doz. 
: Packed 14 dozen 
All Silver Star Silk Stockings have * 


patented uear-resisting features 


ORDER TO-DAY 
ON THE 
FORM BELOW 


Phila., Pa. 
9 9% 10 


r | 


(City and State) 


Include matrix of ad 


[_] Metal 
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HO SITEIRSY 


onal 


SHO STORIE ACCIESSOIRWES 


Proper Fit Essential 


¢ HERE is basis in fact for the recent assertion by a prominent 


<e=eeEEEEEEEED 





orthopedic surgeon that more foot ills result from improperly fitting 
hosiery than from improperly fitting shoes. Most hosiery is fitted 
far too short. This applies particularly to children’s hose, and it is 
children’s feet that show the most ill effects of improperly fitted hose. 
Mothers when buying children’s hosiery are apt to take the same size 
as the child has been wearing for some time, forgetting that the child’s 
foot has grown in the meantime, and that a larger size is now necessary. 
This fault does not occur in shoes, because the salesman has a chance to 
actually fit shoes. If you have a children’s department, instruct the sales- 
person to check up on the correct size that every child customer should 
wear. This extra attention is a marvelous business builder. It isn’t a 
had idea to check up with men and women also, as the eminent orthopedic 
surgeon we refer to says that most people wear stockings that are too 
short. 
* * * 


LAY the novelty hosiery game as you do your novelty shoe game, 
quickly and cautiously. The smart retailers who handle novelties find 
their profit in getting in quickly and getting out just as quickly. 


Fe ee ee ee er eT TTL TUM TULA 


ITH this issue the Hosiery Section of the Boot AND SHOE 

RECORDER appears with a new dress and a new name. The 
convenient tabloid size will facilitate the reading of the book by 
the hosiery department manager and salespeople. Along with the 
new size and shape, we have instituted many other changes, in 
type and editorial context, which, we hope, will prove pleasing 
to our readers. 

Harry F. Baker, Editor. 


Nn 
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The Heel’s the Thing 


How Long Fancy Heels Will Hold Their Place Is 
Big Question Agitating Entire Trade— 
Colors Growing Darker 


LACK bottom, composé, two- 

tone, overtone, 

and plain colored heels. Call 

them what you will, they are selling 

and selling big right now. 
weeks,three 
months or a year 
now may 
different 
The 


heel 


from 

tell a 
story. 

colored 
stocking is the 
discussed, 
and 


most 
cussed at 
guessed out fea- 
ture of the hos- 
iery market at 
present. It over- 
shadows every- 
thing else, and 
the variety of & 
opinions is limit- 
ed only by the 
number of en- 
trants in the talk 
marathon. How 
long will colored heels last? 
the future can and will tell. 
of the big boys are convinced that 


Only 
Some 


the gun-metal hose with black heels 
-will sell again in the fall as strongly 
as they did this spring—and that’s 
some strong. 


contrasting 


Three 


The new American made mesh stocking, 

although the half tone makes it look 

like moire, in a wide range of colors 

being marketed by Krueger-Tobin Com 
pany, New York 


Right now nude shades with black 


heels are outselling those with 


darker heels than the body of the 


stockings. White stockings with 


black heels look like a safe bet jor 


mid-summer 
selling. Even 
glow, and similar 
tones with black 
heels look go id 
A very light 
gray with a black 
heel also has the 
appearance oi a 
winner. Furthe 
than that the 
realm of specu- 
lation is entere! 
Everyone agrees 
that the two tone 
holds 


dynamite if de- 


stocking 
mand should 
suddenly cease 


The heel being 


of resist dy 
cannot be redyed. 

Faith in black heels is indicated by 
their appearance on net stockings, a 
new and distinctive note. These mes! 
or net stockings, by the way, whic 
have been imported for some time 
are now being made in Americ 





bro 
cos! 
her« 
thin 


A sui 
yarn, 
jacqui 
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and at prices which permit their 
being retailed at from $3.50 to $5 
a pair as against around $10 


a pair for the imported article. 


[he mesh stocking is decidedly the 
smart stocking to wear right now. 

Casting a roving eye down the 
calendar, darker tones in hosiery 


wac ° 
" loom up strong. It is not ex- 
with : ‘ 
7 pected that American women will 
f ine . 

go to the length that French 
with 5 
, women have in wearing dark 

Or 

ner _ hosiery, but the tendency here 
ven wil! be toward darker tones that 
milar J we have seen lately, tones that 


black wil! harmonize with the new rich 


3000. % browns that promise much as 


light ® costume colors this fall. And | 
ack . ¢ T 7 . 
blac here is the real essence of the The newest black heel effect, with black 
s the ‘ | : oft dene = overcast stitching up the back seam, by 
wy thing—the tones will carry more J. R. Beaton Co., New York 
rther , P , ; 

of the yellowish than of the pink- 

the , é 

ish cast. Dark nudes, is as good 

pect ; 
a way as any to describe what 

ere : - Age 

looks good for fall—dark, sun- 
OTees . rie . 
> tanned skin tones. Then there is 
» tone ‘ 

a new bronze-nude shade coming 
holds 1 
" along. 
f de- : ; ‘ 
ald Clocks? Plenty of them, for 
il clocks in stockings, either in their 
— accustomed places at the ankle, 
dve or in the new position at the 

knee, are good and are looking 
ed by | better. All sorts of novelty 
1g5, 2 ; ’ clocks are now appearing in the 
mesli | market. Shadow and lace clocks 
w hicl are extremely smart and = un- 


A summer sport stocking of “Rainbow” 
time yarn, knit bias, in diamond pattern on a doubtedly will reach a sizable vol- 
aie jacquard machine. Courtesy of Krueger- rh Dee : : 

wae Tobin Co., New York ume in retail selling by next fall. 
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Too Much Talk o’ Clocks 


Fancy Half-Hose Are Still in the Ring 
and Probably Will Stay 
There 


HILDREN like ice-cream and 
it is good for them, but there 
is such a thing as too much 

ice-cream, even for the small boy 
of almost unlimited capacity. Some- 
thing like too 
much ice-cream, 
it is believed in 


the men’s _ho- 
siery trade has 
taken place in 
the discussion 


about clocked 
half-hose for the 
male contingent. 
Not that clocks 
aren't smart, and 
good sellers in 
the high grade 





idea is to keep the men interested 
in fancies, for he buys more of them 
and buys them more frequently 
Anyway, if the fancy hose develops 
a hole where it shows it is practi- 
____ cally useless. It 
can’t be darned 
neatly. It goes 
into the 
basket and a new 


waste- 


pair is pur- 
A hok 
in a plain hose 
is easily darned, 
and it usually is 
darned. 

The 
hose 
leaders all 


chased. 


fancy 
are. still 


over 


stores. But there the country, al 
has been an though the trend 
overemphasis on — = is toward smalle 
clocked ‘half Patterns in men’s half hose trend toward and neater ei- 
hose. and there vertical stripings, as indicated in these fects and mor 
=? three new numbers by the Hirner i 

may be a pro- Hosiery Co. subdued c o | or- 
duction larger ings. Lately 


than the market can absorb if the 
overemphasis is not checked. 


It is suggested from certain 
quarters that the clocked hose is 


the first step toward plain hose, 
than which there is nothing that will 
cut down the men’s volume. The 





swing toward pure lisles has de- 
veloped, but the lisle and rayon mix- 
tures in popular prices still lead i 
volume. In golf stockings, light 
colors in diamond jacquard effect: 
have first call. Light weight woo! 
are preferred in the high grades. 
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Show Em Colors—Sell "Em 


Gundlach Lets the 


Customer 


Choose Her 


Shade from 30 in Display Case Right 
Before Her Eyes 


i 
iad 
- 























HE Gundlach Shoe Co. of 

Bakersfield, Cal., installed a 

hosiery department about three 
years ago. In that time this store 
tried out a number of lines but has 
now concentrated on two lines with 
the result that business is flourishing 
and pre‘ table. 

One t ..: jue idea has been adopted 
in showing the stockings in the floor 
case. A glass shelf is placed im- 
mediately under the glass, or counter 
top of the case. On this shelf the 


hosiery is displayed by folding into 
compact form and a small gilt card 
shade is 


naming the particular 





ih at 

far 
LES 
ee 

Ib-f 
a 
—— 

é 

: Smash 
placed directly in front of each 


stocking. This card is about one 
inch in height and three in width. 
This enables the customer to select 
the shade she most desires and to 
see the name of it at a glance. By 
this means the salesperson makes a 
sale in just half the usual time re- 


quired. 

Thirty shades. of hosiery are 
shown on this shelf—an excellent 
variety. No hosiery is placed out- 


side the case or carton and this saves 
a great deal of damage from 
handling and soiling. The color dis- 
play also is an eye-catcher. 











Boot and Shoe Recorder, May 7, 








1927 


‘Ruth Martin, Hosiery Woman 


Finds That It Pays to Make Buying Pleasant 


for the Customer 


UTH 


MARTIN BY O. K. 


JOHNSON ~— event upon which they 


can look back with 





launched out 
upon this 


ing adventure with the application 


sell- 


and enthusiasm to be expected in 
Stewart Martin’s daughter. 
“Where do you buy your shirts ?’ 
Ruth asked of the young man who 
had somehow got into the habit of 


’ 


dropping in of an evening to see 
Ruth here and enjoy a chat with 
her in a comfortable corner of the 
big living room. ‘And where,’ she 
continued, “do you buy your hats 
and clothes and shoes ?” 

“Shirts at Kline’s,’’ he responded 
with a grin, “hats at Morgan’s, 
clothing at MacDougal’s, and shoes 
at The Martin Store.” 

“Why 
stores ?” 

The reply came thoughtfully. “I 
hardly seem to be conscious of any 


do you buy at these 


particular reason why I go to these 
stores; but one thing is certain—I 
like to buy from these merchants.” 

There she caught up the argu- 
ment. ‘That,’ I think, “is the real 
reason why folks buy habitually in 
the same stores. They do so be- 
cause their buying visits have been 
pleasant and enjoyable occasions. | 
am trying to make my customers 
feel that their every purchase is an 








pleasure and _satisfac- 

tion. If I succeed, then, whenever 
my customers need hosiery, they 
will come back to my department.” 
In a moment she continued, “I’m 
trying to understand the salesman- 
ship problem. When people visit 
stores they need something and hope 
to find merchandise to satisfy that 


need. My job as a salesperson is 
to discover what each customer 
needs and then show the goods 


which I believe will meet her re- 
quirements.” 

She had filed away in her meni- 
ory a sort of mental questionnaire 
with which to test every customer 
and to guide her procedure in every 
sale. Her questions ran in_ this 
fashion : 

What kind of stockings does this 
customer need? What qualities in 
stockings constitute the merchan- 
dise values for which she is look- 
ing? What hosiery have I in stock 
which will satisfy her need? What 
hosiery qualities shall I talk about 
in order to convince her that my 
stockings will meet her need?) What 
sort of a customer is she, what is 
her mood, and what can I say and 


do to make her feel pleased and 
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Ruth decided that salesmanship consists in discovering what the custome) 
needs and showing the merchandise which will mect that need 


satisfied with her experience in buy- 
ing hosiery in The Martin Store? 
Ruth found it very necessary to 
train herself in the ability to rec- 
ognize the circumstances peculiar to 
each case, in order to be able to 
give interested and intelligent ser- 
vice and really help the customer 
to a wise selection of hosiery. 
When Mrs. 
and robust said, “Please let me see 
black — silk 


stockings, outsize, size ten,” she im- 


Whittington, large 


your heaviest weight 
pressed indelibly upon Ruth’s mem- 
ory a little memorandum. of her spe- 
cific needs in hosiery. Having dis- 
covered that this type of stocking, 
selected by Mrs. Whittington as her 
first purchase of Martin stockings, 
subsequently proved wholly satisfac- 
tory, Ruth knew that she must never 
sell this customer anything but a 


substantial weight in a very elastic 
outsize stocking. 

When Mrs. Cosgrove, a young 
matron living on the avenue, asked 
for hosiery, she said, “lease show 
me your very sheerest chiffon, all 
silk, moonlight shade, size nine and 
a half.” 
in Ruth’s mind as to what to offer, 


There was then no doubt 


though she found it wise to show 
other colors as well as the one asked 
for. 

But customers’ requests were not 
always so definite, nor their real 
needs so easily identified. 

Ruth had to judge from various 
remarks like these: 

“T would like a stocking to match 
these slippers I have just bought.” 

“T want stockings appropriate for 
wear with this frock.” 


(Continued on page 112) 
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Killing Trouble 


Difficulty in Keeping Hose in Order Leads Woman to 
Invent Series of Interchangeable 
Stock Drawers 


EEN having trouble keeping 
your stock of children’s hose 
in order? All those different 

sized boxes clutter up your shelves 
and make the department look un- 
tidy? Well, here’s one answer to 
the problem, a standard drawer, so 
constructed, that by the insertion of 
light partitions it can be made to 
serve for all different sizes. Inter- 
changeable. More than that, the 
idea has been extended to drawers 
for men’s and women’s hosiery. 
All the inventive brains in the 


The  multiple- 
size hosiery 
drawer, show- 
ing the slots in 
which divisions 
may be placed 
to give a vari- 
ety of com- 


hosiery business are not centered in 
male heads. The conceivor of this 
interchangeable standard drawer is 
a woman, Miss Margaret Mornick, 
buyer and manager of the men’s, 
women’s and children’s hosiery de- 
partments, and of the women’s and 
children’s knit underwear and 
women’s glove silk and knit rayon 
underwear departments at Meyer 
Brothers, department store, Pater 
son, N. J. 

Necessity is the mother of in 


About $1,500,000 has bee: 


vention. 


Thi 
com 
that 
mad: 
San 


partments. 
various 

binations 
may be 
with the 
drawer ar 
shown in the 
figures below 
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Figure 1 


Figure 2 


Figure 3 
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spent by the firm of Meyer Broth- 
ers in the last two years in remodel- 
ing the store and putting in new 
fixtures. Miss Mornick was in- 
structed to devise some method of 
keeping her hosiery stock that would 
be in keeping with the rest of the 
remodeled departments. 


6) HE set to work, and the results 
i” are pictured here. A drawing of 
the standard drawer for children’s 
hosiery is shown here, together with 
the various combinations into which 
it can be made. The drawer is 
about 6 inches deep, and without 
the divisions measures about 12% 
by 15 inches. In Figure 1, the 
drawer is arranged for misses’ 
stockings, and each compartment is 
about 714 by 6 inches in size. In 
Figure 2, it is arranged for infants’ 
sox, each compartment being 4 by 
7'4 inches, and in Figure 3, it is 
prepared for children’s hose, the 
compartments in this case measuring 
11% by 4 inches. These sizes were 
determined by the folded size of the 
hosiery. There is no necessity for 
refolding when transferring stock 
as it comes from the manufacturer 
to the stock drawer. 

The drawers for women’s hosiery 
are larger, and are arranged as in 
Figure 1. Each compartment meas- 
ured about 95g by 13 inches. This 
size was determined by the size of 
the Gordon H. 300 box, but fits most 
of the standard folded hosiery. 
The men’s hosiery drawers are 
ahout the same size as the women’s 
but for sox are arranged as in 
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Above—The novel semi-circu- 

lar display case that is placed 

at the end of the stock shelves 

in the Meyer Brothers’ hosiery 

department. One of these cases 

is set at the end of each row 
of shelves, four in all 


Figure 3, giving four compartments. 
For golf hose the two lengthwise 
divisions are removed and one is 
placed in the center, making but 
three compartments. 

In the store the children’s hosiery 
department is on one side of an 
aisle, while the women’s hosiery is 
directly across, and backing up to 
it is the men’s hosiery department, 
an ideal arrangement. The stock 
drawers are carried on shelves about 
five feet high, and, as indicated, the 
drawers in each department are all! 
interchangeable. Waist high glass 
display cases form the counters for 
about half the length in each section. 
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‘Twelve thousand 

dozen pairs of stock- 

ings shipped in one 
day. 








And that isn’t a quota set for future 
achievement, but a fact that is already 
history. 


The twelve thousand represents one 
day’s release of Gotham Gold Stripe and | 
Onyx Pointex Silk Stockings, shipped to | 
replace goods sold. 


Gotham Silk Hosiery Co. inc. 


MANUFACTURERS 


389-Fifth Ave. New York | 


MILLS: PHILADELPHIA, DOVER, WHARTON. 
PASSAIC, AND NEW YORK 


























By aA os 


Pe 1 ie YR ie oe 











Hosiery and Shoe Store Accessories 























AN IMPORTANT ONYX MESSAGE 
TO EVERY HOSIERY MERCHANT 


rH 


Listed below are the Onyx Pointex 


The accompanying list showing 
Onyx Pointex current styles, suggested 
retail prices, and mark-up percentages 
will be particularly interesting to every 
merchant anxious to realize more profits 
from his hosiery department. 


All Onyx Pointex numbers shown in 
this list are full-fashioned and their silk 
is 100% pure. Note that Onyx prices 
allow an average mark-up of over 35%. 
In the range of weights there is an 
Onyx Pointex Stocking to meet every 
demand of your trade. In the list of 
colors there is variety enough to supply 
every whim of fashion. But, more than 
this, every Onyx Stocking carries the 
exclusive Pointex (patented heel) that 
brings grace to all ankles. 


Increased Onyx advertising in maga- 
zines and newspapers is now reaching 
over 10,000,000 homes monthly. 


Merchants and buyers are invited to 
visit us at any time, for, in accordance 
with the regular Onyx policy, no sales- 
men will call upon them. All orders 
for Onyx Pointex Silk Stockings should 
be sent by mail. 


GOTHAM SILK HOSIERY CO., INC. 
389 Fifth Avenue, New York 


Mills at 
Philadelphia, Dover, Wharton, Passaic & New York 


Onyx 


J 
aes 5 8: Ore 











3 wit a4 retail 


selling prices and percent- 
age of mark-up: 


Onyx Pointex Regular Weight 


Suggested 
etail Per cent 





Style rice ol 
No. Per pair Mark-up 
255 Silk with cotton 

tops and feet $1.85 35.8 
265 Silk with cotton 

welt and feet 1.95 35.9 
101 Outsize, silk with 

cotton topsand feet 2.00 35.4 
350 Silkfromtoptotoe 2.75 36.4 


Onyx Pointex Service-Sheer 
155 Silk with cotton 

tops and feet 1.65 36.8 
707 Silk with cotton 

welt and feet 1.85 35.8 
850 Silkfromtoptotoe 2.00 35.4 


Onyx Pointex Sheer 

145 Silk with cotton 

tops and feet 1.65 36.8 
355 Silk with cotton 

tops and feet 1.95 35.9 
365 Silk with cotton 

welt and feet 1.95 
750 Silkfromtoptotoe 2.00 35.4 
450 Silkfromtoptotoe 2.50 36.7 
475 All Silk, gun metal, 

black heel 2.75 36.4 





Pointex 


Trade-Mark Reg. U.S. Pat. Office 


Silk Stockings 


Pat. Sept. 22, 1914 
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“EVERWEAR— EVERYWHERE” 





The Hosiery Key to 


Larger Shoe Sales 


Bring them in for hose—sell them also shoes! Sounds easy, yet T 


you and we know it is hard. 


Thus Everwear has built a line—both men’s fancies and women’s 

hose—especially created to unlock extra shoe sales. It so exactly 

meets style, color and price demands, that it sweeps customers away Dre: 

from other retail channels and into your store for hose. They get lion 

the habit of coming in often. ie 
ill 


But, far bigger than any number in that line, or the entire line itself, towa 
is Everwear standing behind the line offering you unusual merchan- A fi 
dising cooperation to develop those extra shoe sales. sadn 

flicke 


Test this business building power—for only after actual tests can “Anh 


you truly judge. Wire or write and we'll gladly give you the facts. 
} more 


THE EVERWEAR HOSIERY COMPANY is the 


Pioneer Makers of Quality Hosiery for Women, Men and Children Here 


MILWAUKEE WISCONSIN » 4 


ine uj 


So 
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Million Dollars Worth of Advertising 
for Nothing 


HE men’s clothing 
people say that the book 
and film “Skinners 


Dress Suit” was worth a mil- 

lion dollars in advertising 
value and in stimulating men 
toward wearing evening dress. 

A film now appearing in the 
flicker palaces from coast to coast, 
“Ankles Preferred” is worth even 
more to the hosiery trade because it 
is the best form of subtle publicity. 
Here’s the great line that hits the 
eye: 

“When I feel blue, nothing cheers 
ine up so much as a new pair of silk 
stockings.” 

So says Madge Bellamy, the star 


of “Ankles Preferred.” The psy- 
chology of silken clad limbs runs 
all through the picture. Above is 
one of the interesting scenes from 
the film in which hosiery gets a 
wonderful “ad.” At the right are 
Miss Bellamy’s dainty limbs clad 
in the smartest of silk mesh hose, 
and the new lace 


garters. 


adorned with 
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Hosiery Market Talk 


The Merger 


The much talked of merger of 
hosiery mills has been consummated 
and will be in active operation by 
June 1, accord:ng to the latest an- 
nouncement. The mills which have 
merged their interests are the Cadet 
Knitting Co., Lehigh Silk Hosiery 
Mills, Lansdale Silk Hosiery Co., 
Kraemer Hosiery Co., Cambria 
Silk Hosiery Co. and Blackwood 
Silk Hosiery Co. 
cern will be known as the Cadet- 
Lehigh Hosiery Corp., and offices 
will be established in the five-story 
occupied by the 


The merged con- 


building now 


Lehigh Silk Hosiery Mills, 294 
Fifth Avenue, New York. Wil- 
liam M. Pepper, president of the 
Cadet Knitting Co., heads the new 
combination as The 
combined mills have a capacity of 
around 900,000 dozen pairs of hos 
a year. 


president. 


Mixed Hosiery 


Paul the noted Paris 


coutourier, gets little more than « 
laugh on this side of the Atlantic 


Poiret, 


when he suggests “mixed” hosiery 

It is M. Poiret’s idea that 

woman has two legs she shoul: 
(Continued on page 114) 


since 





FROM RAW SILK 


to finished product, we are able to keep Berne Quality under 
our careful observation. 


Why? 


Because our mill is complete in itself. 


The advan- 


tage to you is a better product at an attractive price, for only 
one profit enters into the manufacture. 


The Berne Line 
Ladies’ Full Fashioned and Spring Needle Hose 
Men’s Split-Foot Plain and “Duo-Dyed” Sox 


The Berne Hosiery lls 


READING, PA. 
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Newest Importations 
of French Novelty 


HANDKERCHIEFS 


Ladies’ Linen, Hand 
Rolled, Biock Prints 


The much in demand nine inch, in 
a wide range of patterns priced at 
$2.75 to $3.75 per dozen. 

Glove size $2.00 to $3.25 per dozen. 
Eleven inch size $3.50 to $4.50 per 
dozen. 

Also a large assortment of cutedge, 
woven border, and scalloped hand- 
kerchiefs in white and color. 


Send for sample ten dollar 
assortment. 


EDWARD E. KIMBALL 
15 W. 37th St. New York 


Just around the corner from Fifth Ave. 


Shoe Store Accessories 


OMEN are picking up 
those da‘nty little trinkets, 
wherever and whenever 
they find them. Real money is be- 
ing spent for handbags, buckles and 
even gloves and handkerchiefs in 
shoe stores nowadays, and the wise 
merchant is getting his share of it. 
The handbag to match the shoe 
started many shoe merchants on the 
road to stocking a few accessories, 
mainly in his hosiery department. 
Buckles in a shoe store are an old 
story, but other bits of merchandise 
are new. 

While there is still a sale in high- 


Handbags, 
Buckles, etc. 


priced merchandise for the bag to 
match the shoe, there also is a field 
in medium prices for pretty hand- 


bags in a shoe store. They need 


The new instep adornment “span,” on 
which patent is pending, by B. A. Ballou 
& Co., Inc. 


not match, but they must, to some 


extent, harmonize with the shoe. 
The vogue for snakeskin, ‘alligator 
and lizard in handbags gives the 


(Continued on page 115) 
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our answer to 
an age-old problem 


OU have frequently asked yourself, “How 
can I gain a continuous profit in my Hosiery 
, ; ok?” 

Department with the least investment and risk? 


The answer lies in the new Buster Brown distribu- 
tion plan—overnight delivery service on original 
stock and fill-ins from nearby jobber’s warehouse. 
This enables you to keep your stock fresh, up-to- 
date, and avoid loss-taking clearances. Your 
original investment is small—your  turn-over 
rapid and frequent. 


At the same time, the VALUES in Buster Brown 
Hosiery make it sell on sight, and repeat. 


May we send you further information direct or 
through the nearest Buster Brown distributor? 


Amory, Browne 2 Co. 


Main Office: 62 Worth Street, N. Y. City 


REG. U.S. PAT. OFF. 


HOSIERY 
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No. 625 1 
RETAILS AT 


Deservedly popular—the value 
is built in the hose. Pure thread 
silk in medium light weight. 
24-inch boot, fashion marks. 
Reinforced heel and toe. All 
popular colors. Sizes 8'/2 
to 10%. 

Have you seen the new Buster 
Brown children’s 7/8 sox— 
solid colors (No. 418), or jac- 
quard tops (No. 293), retailing 
at 50c? Write for full partic- 
ulars of these fast sellers. 
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Ruth Martin, Hosiery Woman 


(Continued from page 99) 


“TI came to buy shoes and now I 
find that my old stockings will no 
longer do. What are you showing 
this season ?” 

“IT need some stockings, but I 
haven’t the least idea what I want. 
Show me something.” 

“T’ll need stockings pretty soon. 
I may as well buy them now while 
I am in the store.” 

“Ts this a display of the season’s 
fashionable new shades?” 

“T never thought of getting stock- 
ings here until the salesman sug- 
gested them.” 


“Have you a serviceable silk with: 
a good reinforcing at the heel?” 

“What can you show me besides 
silk? I can’t bear the touch of sill 
on my flesh.” 

“Let me see the stockings you 
have in the window.” 

To discover the customer’s ex 
act needs in hosiery, Ruth sometimes 
asked a preliminary question or two, 
but for the most part relied upon 
her observation of the customer’s 
appearance and manner when com- 
ing to the counter, and upon noting 
her facial expression, actions, re- 





VIEED 


FASHIONED 





> 


HOLLYwoop 


Full Fashioned Hose 


Combine the three essentials 
to retailing success, namely, 
STYLE, WEARING QUALITY, 
PRICE. All silk CHIFFON to 
retail $1.85; SERVICE WEIGHT, 
4” welt, to retail $1.85; SEMI- 
SERVICE WEIGHT, 4” welt, to 
retail $1.55. Carried in 19 
shades. Immediate delivery. 


CHILDREN’S HOSIERY 


Many shoe stores are finding it very 
profitable to have at least a few 
numbers in children’s socks. The 
investment is small, profits good, 
turnover rapid. Surely the logical 
place to buy hosiery is where shoes 
are purchased so as to get a correct 
color matching. We will gladly sub- 
mit samples. Why not write us 
today? 


TOEWEAR HOSIERY, INC. 
NORRISTOWN, PENNA. 
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marks and questions while looking 
at the stockings offered for her ex- 
amination. 

She found that, in every trans- 
action, the best thing to do was to 
get the customer to talk. So the 
things she said and the modulation 
of her voice were calculated to bring 
a response and stimulate conversa- 
tion. 

She saw, from 
stances, that she never could render 
acceptable service to her customers 
unless she knew her merchandise 
thoroughly, kept accurately posted 
on her stock, and learned to talk 
about her goods both intelligently 
and interestingly. 

Ruth was never content to show 
that her merchandise possessed the 
values the customer thought impor- 
tant, but called attention to all points 
of superior quality. She wanted 
the customer to appreciate the stock- 
ings thoroughly. For she felt this 
was the only way to be sure that 
she had sold the merchandise com- 
pletely and permanently, and had 
thus secured a customer who would 
come back again. 

Customers 
gratified at her interest in explain- 
ing and demonstrating her hosiery. 
But occasionally one appeared bored 
with her sales talk. So she made it 
a rule to offer only a single remark 
about any stocking feature, unless 
the customer showed interest by 
comment or question. For a little 
information often seemed to go a 
She said just as little, 


a thousand in- 


generally seemed 


long way. 


113 


therefore, as seemed to be required 
to make the customer conscious of 
the characteristics of each style, not 
making a cut-and-dried speech, but 
mentioning facts in a 


rather casual way as she and the 


necessary 


customer conversed together. 

In her Book of Hosiery Ruth 
made record of certain selling ax- 
ioms, which she observed religious- 
ly in practice. 

“Never ask a customer an unnec- 
essary question.”” “Never tell a cus- 
tomer anything she already knows.” 
“Never volunteer any unnecessary 
information.” ‘Never talk just to 
show off your knowledge.” “Make 
your talk simple, clear and brief.” 
“Show a friendly interest in the cus- 
tomer’s problem.” ‘Welcome the 
opportunity to exhibit your mer- 
chandise and give the customer 
plenty of chance to make selection 
from the complete assortment of 
your stock.” 

And at the bottom of the page 
she wrote: 

“For this is the law and the gos- 
pel of good salesmanship.” 





This is the eighth of a series of 
fictionized articles by O. K. John- 
son, merchandising expert, on the 
experiences of Ruth Martin in es- 
tablishing and running a hosiery 
department in her father’s shoe 
store. The next article will appear 
in an early issue—THE Eptror. 
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sells for 


NE DOLLAR 





























No. 100—$7.75 per dozen 
Service W eight—All Colors 
4-Inch Garter Welt 
IMMEDIATE DELIVERY 
SEND SAMPLE ORDER 
AND SAVE TIME 


J. R. BEATON Co., INC. 


468 Fourtu Ave., New York 


CHICAGO BOSTON 
227 W. Jackson Blvd. 99 Chauncy Street 
ATLANTA SEATTLE 


246 Peachtree Arcade Terminal Sales Bldg. 


SAN FRANCISCO 
133 Kearny Street 
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Hosiery Market Talk 


(Continued from page 108) 


wear a different colored stocking on 
each. M. Poiret threatens to in- 
troduce the idea to New York soon 
with hired mannikins wearing 
“mixed” hosiery on Fifth Avenue 
New York. 


Stickers 

R. C. Obenchain, Leopold’s Shoe 
Shop, Niles, Ohio, in commenting on 
an article about pin tickets in our 
issue of last month, writes that he 
finds Dennison’s stickers for price 
marking hosiery avoid all troubles 
usually resulting from the use of 
pin tickets. 


Service Weights 

What is a 
stocking? Boston wants to know. 
The Better Business Bureau there 
sent out a questionnaire on the sub- 
The _ replies 


“service weiglit” 


ject to retailers. 
showed a wide diversity of opinion 
Now the subject is being taken up 
with the National Better Business 
Bureau and the term may be spe- 
cifically defined. 


A New Plant 
The Colonial Knitting Mills 
Inc., will open a new plant near 
Reading, Pa., in June, says Presi 
dent H. A. Norris. Fifty-four 42- 
gauge machines will be installed in 


the first unit of the new plant. 
which will be set in a 50-acre 
tract. 


(Continued on page 117) 
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Shoe Store Accessories 
(Continued from page 109) 
























—_ Contrasting Heels 


0 i- Pe 4 The Vogue To-day 
soon in Hosiery 
bie es Correct Color Com- 
enue. LO binations in the pres- 
ent composé mode. 


*““SUPERTONE” 


“ie 
Shoe ‘ng Peta oe $ HOSIERY 
1g can es 
~ Specializing in pure 
e dye ingrain full fash- 
a , tS < = ._ 
ne The tiered bag is just as smart as it can ioned silk hosiery. 
price he—especially when the tiers are scalloped 
ubles as these are. This bag is developed in ia 
A three shades of tan or violet and in one LEE & COWAN 


re shade only in the other spring colors. 389 5th Avenue 

Notice the scalloped effect of the catch. : 

In real crocodile or lisard grain. From 
Schneurer & Murray. 


shoe man a wonderful chance to 


ie@ht” 





harmonize bags of these materials 
with his shoes. Calfskin bags are 
coming to the front and they blend 


now, 


SOMETHING NEW IN 
BUCKLES 


there 


sub- 

plies well with calfskin shoes, another 
° re “ oe : . 

nion, | ‘alking and selling point. 


With the tailored vogue promis- 


n up Fe Beng 
ing to reach new heights in the fall, 


iness 
it is reasonable to expect fine tai- 


lored bags in solid looking leathers 
and in shades to harmonize with 


spe- 


footwear and costume to be in de- 


lil mand. Right now strap pouches 


near 





and tiered bags are good, as is also 
the envelope bag, but the latter must Platincid Finish That Cannot 


be distinctive to attract attention. Tarnish or Rust 
We work with you and carry out 
your ideas. 


resi 
- 42- 
d in 
: the smartest of accessories right 

lant. 5 Mites dite call than dheaae-an L. ALTERSON & CO. 
acre now. ainty bits of color they are, Gum 6 thee Qaim ant 

Buckles 
54 W. 21st St., New York, N. Y. 


Linen handkerchiefs are among 


too. Those with the composé colors 











and plain centers are smartest. Ex- 
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ceptions to these are allover plaids 
and prints, although in subdued 
colorings, of course, since the 
violent shades and contrasts have 
lost their appeal. 

Among the newest of shoe orna- 
ments, and ornaments are mighty 





The interest in real sharkskin is being 

revived. Here is a strap pouch of calf 

with insert and caich of the real shark- 
skin. From The Steinman Co. 





Poss. *s 0% 


2" 2" 





a BOD 
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Suede Vanity Cases 


Of soft imported suede with 
hand beaded steel edge in a 
range of 12 popular colors. 
Easily displayed and easily sold 
—a logical purchase for any shoe 
merchant whose hosiery depart- 
ment caters to the better trade. 
Now selling in some of the finest 
shops in the country. 
Send for sample ten dollar as- 
sortment. 

Six styles priced from 

$9.00 to $36.00 per doz. 





REED SALES CO. 
225 Fifth Ave., New York 
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Top—A handblocked printed design dis- 


tinguishes this handkerchief. The block 
printing which is repeated several time 
is in dark blue and there is a noveli 
border in two tones of rose. 
The composé idea is carried out in thi 
white linen number with a light tan bor- 
der which is embroidered in white. Th 
white center is embroidered in a darker 
tone of tan. Both from Altshul, Ster 
& Co. 


good merchandise right now, ar 
“Spans,” a dainty cross ankle straj 
made of metal and set with white or 
colored stones. They do not catch 
the stocking and can be readily ap- 
plied by snaps, to any plain pump 
Extra business in these ornament: 
also helps the sale of the good, plait 
opera or Regent pump, which is 
mighty sweet merchandise for the 
shoe store to handle. 
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226 S. Fourth St. 


EXCLUSIVE DESIGN 


IS ALWAYS A FEATURE IN 





Constant touch with all sources of fashion information 
gives us the opportunity to correctly interpret the mode. 
Samples on request in cut steel—beaded—rhinestone. 


FRENCH BEADING and NOVELTY CO. 


OUR 


Beaded Buckles 
TAKE THIS ONE 
FOR EXAMPLE 

4 No. 7079/al—Cut steel and alu- 

RF minum beaded buckle with cov- 

H ered metal back and bar, $1.50 

per pair. 


Other similar types from 
¥ $15.00 to $21.00 per dozen 
pairs. 


PHILADELPHIA 








Hosiery Market Talk 


(Continued from page 114) 


New Color Card 


A second color card for 
spring and summer, with thirty 
shades shown, is being issued by the 
Davenport Hosiery Mills. 


late 


Boston Office 


The Reingold Hosiery Co. has 
opened a branch office in Boston at 
38 Chauncy Street, in charge of 
Thomas F, Lenehan. 


The Exposition 
Who’s who and what’s what will 
ibe shown at the second National 
| Hosiery and Underwear Exposi- 


: 


tion which, this year, is to be staged 
in the Waldorf-Astoria Hotel, New 
York, July 18 to 23. The leaders 
in the industry have already signed 
up for 
With novelty hos‘ery very much in 


space in the exposition. 
the public eye, the exposition holds 
more than usual interest. 


Official Color Card 

The official hosiery color card 
for fall, 1927, put out by the Textile 
Color Card Association in conjunc- 
tion with hosiery interests will be 
issued within a week or so. It also 
will include the official shoe colors 
this time. 
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